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NEW YORK STATE AFFAIRS. 


Managers and Field Men Deliberate 
Upon Matters of Common Interest 
—“Competition” in the Field. 


Two important conferences between 
members of the Underwriters Associa- 
tion of New York State, and company 
executives, were held in the metropolis 
on Tuesday; the one in the forenoon 
and the other after lunch. 

At the first gathering the State Asso- 
ciation’s committee on “Rules and 
Forms,” of which H. P. Moore is chair- 
man, his associates being Messrs. W. C. 
Roach and J. B. Greenslit, discussed a 
number of subjects with a joint commit- 
tee of managers representing both 
Union and non-Union companies. The 
executives were Messrs. U. C. Crosby, 
Royal Exchange (chairman); R. M. Bis- 
sel, Hartford; C. E. Galacar, Springfield 
Fire and Marine; G. Weed, Liverpool 
and London and Globe, and George C. 
Howe, of the Niagara, representing the 
Union offices, the non-Union companies 
members being Messrs. J. E. Kelsey, 
Aachen and Munich; John H. Kelly, 
Westchester, Arthur Beals, of the 
Providence Washington, and W. H. 
Stevens, of the Agricultural. Lloyd 
Green, of the Boston, who is a member 
of the committee, was unable to attend. 

By invitation Frank E. Jenness, of 
the State Association, was also present. 

While several of the State Associa- 
tion rules were discussed, interest cen- 
tred about the one adopted in July, pro- 
viding for the writing of mercantile 
risks for three years for two annual 
prenfiums. It was the hasty passage of 
this rule by the association, and the de- 
termination to apply it without refer- 
ence to the wishes of the local agents, 
that created such a furor among the 
latter, the upshot of which was the sus- 
pension of the measure’s enforcement. 
At Tuesday’s meeting the sensible con- 
clusion was reached to consult the local 
men at all cities about the measure; 
applying it where the agents favored 
such a course and ignoring it elsewhere. 

Concerning Competition. 

How best to meet the ever growing 
competition in the Empire State, formed 
the general subject of discussion at the 
second gathering of managers and spe- 
cial agents. At this assembly the as- 
sociation was represented by its execu- 
tive committee. While each member 
had full knowledge of the extent to 
which competition had grown, practical 
suggestions as to how it could best be 
met were few and far between. 

Intense in all quarters of the United 
States, it is doubtful if the strife for 
desirable business is as keen and per- 
sistent at any other point as it is right 
here in the Empire State. 





Companies Will Pay $654,000 as Result 
of Car Barn Loss. 


Adjustment of the car barn loss at 
Ninety-sixth street and Second avenue, 
New York City, destroyed on February 
29th last, has been reached, on the 
basis of 14.6 per cent. of the insurance 
involved; the amount due, after figur- 
ing co-insurance, being $654,000. The 
rolling stock was covered to the ex- 
tent of $4,138,000; $307,527 was car- 
ried upon the building, and $10,250 on 
the contents. 


New York and Boston, Thursday, September 24, 1908. 
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MAKES SERIOUS ALLEGATIONS 


CLAIMS CAPITAL IMPAIRMENT. 


Rittenhouse Scathingly Arraigns United 
States Fidelity and Guaranty— 
Threatens to Revoke License. 


As a result of a “Special Survey” con- 
ducted by S. H. Wolfe, consulting actu- 
ary of this city, for the Colorado Insur- 
ance Department, Commissioner Ritten- 
house, in a letter to John R. Bland, 
president of the United States Fidelity 
and Guaranty Company of Baltimore, 
asks that cause be shown, on or before 
October 5, why the company’s license to 
do business in that State should not be 
suspended or revoked. 

Letter to President Bland. 

Commissioner Rittenhouse’s letter is 
as follows: 

“To summarize, it appears that your 
surplus, aS sworn to in your report to 
this and other departments, as of De- 
cember 31, 1906, was found by the exam 
ination made by the states of Maryland, 
Minnesota and Virginia in September, 
1907, to have been overstated to an 
amount exceeding $320,000 

“That, instead of making your next 
annua] statement to the departments 
(December 31, 1907), in accordance with 
the finding and rulings of these three 
examining states, and in obedience to 
the laws of this state—notwithstanding 
the warnings sent out by this depart- 
ment in circulars and bulletins—you 
continued the prescribed practices by 
omitting from your liabilities unpaid 
bills amounting to more than $30,000; 
by omitting, knowingly, over $11,000 of 
as indicated by the chang- 
ed dates on orders at the close of the 
year; by reporting unsettled claims as 
settled, and by generally underestimat- 
The total under-state 
ment and underestimate of liabilities, 
as far as ascertained, amount to over 
$380,000, indicating that your company 
was impaired on January 1, 1908 

“It also appears from your own rec 
ords that you had thirty-four unlicensed 
agents in this state when this survey 
was made, some of whom had been soli- 
citing for several years, and that in vio- 
lating the agents’ license law you ignor- 
ed a long list of warnings and notices 
from this department, as described 
above. 

“In view of your continued and per- 
sistent disregard and violation of the 
laws of Colorado, you are hereby noti- 
fied that the United States Fidelity and 
Guaranty Company has until October 5, 
1908, to show cause why its authority to 
do business in this state should not be 
suspended or revoked.” 

Mr. Wolfe’s Report. 

In his report, Mr. Wolfe says 

The object of the present inquiry was 
to determine whether the company had 
carried out the suggestions contained 
in the report of the examination of its 
affairs made last September for the in- 
surance departments of Maryland, Min- 
nesota and Virginia, or whether the in- 
ts annual 
statement filed with. your department 
as of December 31, 1907, was due to the 
ompany’s failure to carry sufficient ha- 
bilities for its needs 

Unpaid Losses. 

At the present time the question of 
the proper loss reserve to be maintain- 
ed by surety companies is a most vital 

(Continued on page 14.) 
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UNITED STATES LIFE REPORT. 


BY NEW YORK DEPARTMENT. 








Little Comment by Examiner Hughes 
—New Bookkeeping Method To Be 
Installed. 





The report of the examination of the 
United States Life by the New York 
Insurance Department, which occupied 
some seven or eight months, has been 
made public. The examiner in charge, 
Charles Hughes, states that owing to 
pressure of work on the Department, 
it was. impossible to complete the exam- 
ination and submit the report earlier 
than “the middle of year.” On this ac- 
count the examination is brought down 
to June 30, 1908. 

The report shows that the company 
on December 31st, 1907, had assets ag- 
gregating $8,626,560. The premium in- 
come for the first six months of 1908 
was $530,173; income from other sour- 
ces $241,405; total income $771,578. 
The total expenditures were $891,935, 
making the total ledger assets on June 
30, $8,506,203. The addition of non- 
ledger assets brings the gross assets 
up to $8,677,432 and the deduction of 
$145,782 non-.dmitted assets’ gives 
total admitted assets of $8,531,651. 

The net reserve on outstanding con- 
tracts aggregates $8,059,682, and the 
total liabilities, excluding capital stock, 
$8,249,971. The company has a capital 
of $264,000 and a net surplus of $17,679. 

Real estate carried at $333,000 is ap- 
praised at $309,000, the excess being de- 
ducted under the head of ‘“non-ad- 
mitted” assets. Speaking of the six 
pieces of real estate included in the 
account Examiner Hughes, in his report 
to Superintendent Kelsey, says: 

“In each case the company holds 
your certificate extending the time for 
the disposal of the property beyond the 
date of this examination. During the 
year 1907 the company sold one piece 
of New York City property for $30,000, 
which cost the company $26,605, mak- 
ing a gain thereby of $3,395.” 

Other extracts from the report are 
as follows: 

Bonds and Stocks. 

“The actual securities were counted 
and examined with the exception of 
$70,000 par value bonds on deposit with 
the Insurance Department in Albany 
for which the company holds a certifi- 
cate of deposit, $283,200 par value 
bonds deposited with the Receiver-Gen- 
eral of Canada, a certificate covering 
this deposit is filed with the papers of 
this examination, and $100,000 par value 
bonds deposited with the Importers and 
Traders National Bank of New York, 
and. $10,000 par value ponds depositea 
with the American Surety Company. 
The bonds on deposit with the Import- 
ers and Traders National Bank have 
been kept there since July 12, 1905, in 
order that the company can, if neces- 
sary at one time, borrow money at 
once to make desirable investments, 
if, at the time, the company’s bank bal- 


ances should not be sufficiently large. 
A letter from the assistant cashier of 
the bank dated August 1, 1908, filed 


with papers of this examination, states 
that these bonds were on June 30, 1908, 
held for the account of the United 
States Life Insurance Company, and 
were not at that time hypothecated with 
the bank. The bonds deposited with 
the American Surety Company are to 
secure an appeal bond given by the 
Surety Company for the United States 
Life Insurance Company. A letter from 
the attorney of the American Surety 
Company dated August 14, 1908, filed 
with the papers of this examination, 
states that these bonds have been de- 
posited with the Surety Company by 
the United States Life Insurance Com- 
pany. 

The cost to the company of these 


bonds and stocks amounted to $2,822,. 
063.50, or $104,195.32 more than the 
market value of $2,717,868.18. The 
market value of these securities was 
obtained by using values furnished by 
Mr. Marvyn Scudder, said values being 
as nearly as possible “actual” market 
values of June 30, 1908. 
Capital Stock. 

“This company started business in 
1850 with a cash capital of $100,000. 
In 1868 additional cash capital of $100,- 
000 was paid in. In 1871 the capital 
was again increased, the additional 
amount of $50,000 although nominally 
paid in cash was provided for by a 
dividend to stockholders of $50,000. In 
1882 scrip certificates which had been 
issued to stockholders as dividends 
were converted into capital stock bring- 
ing the total amount of capital stock up 
to $440,000. In 1883 the company 
amended its charter limiting to stock- 
holders to receiving 7 per cent. interest 
on the capital. 

“In 1907 Dr. J. P. Munn, the presi- 
dent of the company, made a gift to 
the company of $10,500 to restore an 
impairment of capital. 

“At a meeting of the stockholders 
held Monday, December 23, 1907, by 
a majority vote the capital stock was 
reduced to $264,000, the par value of 
each share being reduced from $50 to 
$30. The proper entries have been 
made on the company’s ledger and 
most of the old stock certificates for 
$50 per share have been exchanged for 
the new ones at $30 per share. I, 
therefore, certify that the capital stock 
of the company on June 30, 1908, 
amounted to $264,000. 

Gain and Loss Exhibit. 

“The following is a summary of the 

gain and loss exhibit for the year 1907 


filed by the company with the annual 
statement: 
Gains. Losses. 
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KEEPING UP THE BLUFF. 





State Mutual of Rome Tries to Placate 
Bankers—Figures on “Gross 
Basis.” 





The revelations of the Wolfe report 
on the condition of the State Mutual 
Life, of Rome, Ga., and the practices 
which have been resorted to in connec- 
tion with the management of the com- 
pany have necessitated a great deal of 
explaining upon the part of President 
C. R. Porter. 

Under date of.September 12, he sent 
out the following letter to the “Bank- 
ers of Georgia:” 

“Recently it ‘was necessary for me 
to address a communication to you de- 
fending the State Mutual against ma- 
licious unwarranted attacks anonimous- 
ly directed by rival insurance interests. 
Now I wish to place before you some 
figures that indicate the financial stand- 
ing of this Company and the progress 
that is being made. These figures re- 
flect facts that will give you an insight 
to the motive that actuates Northern 
and Bastern companies to assault a 
Southern institution. It is unfair com- 
petition incited by the loss of business 
and is a disgrace to the profession that 








Market value of 








investments . ........- 110,114.75 
Gains from un- 
admitted assets See. *: aca ketene 
Reduction of 
capital stock . 176,000.00  ........- 
Loss unaccount- 
eee rem er ee 12,059.75 
$369,542.91 $347,105.14 
Surplus Decem- 
ber 31, 1907, as 
per annual 
Statement ink. sevcccess 22,437.77 
be ahints et $369,542.91” 


Home Office System. 

Practically the only comment in the 
report is in the closing paragraph 
relative to the system of bookkeeping 
in vogue at the home office. The ex- 
aminer says: 

“The bookkeeping methods of the 
company are old-fashioned and _ not 
suited to the needs of a company hav- 
ing to make an annual statement in 
the present form of the annual state- 
ment blank. The officers of the com- 
pany state that they intend to inaugu- 
rate a modern system commencing with 
1909.” 








T. D. MEADOR, Vice-President 


An Agent writes: “I find that to sell In- 
surance in The Southern States Life is only 
al out half as hard asin any other Company 
I ever wrote for.” 


The Southern States Life Insurance Company 


WILMER L. MOORE, President 
FRANK ORME, Secretary and Treasurer 


Candler Building, Atlanta, Ga. 


Our record shows 181% increase in business last year. 
force, 7%. Our policies sell fast. 


R. K. SHAW, Director of Agencies ROBERT F. MOORE, Agency Sec’y 


“The administration of the Company has 
been beyond reproach.”—From the report of 
Actuary S. H. Wolfe, Examiner for the 
Alabama Insurance Department. 


Our lapse ratio to insurance in 
Our Agents make good money. 
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——0OF PHILADELPHIA——— 
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Apply tt ALEXANDER McHNIGHT 
BROAD STREET 


———_———-L. G. FOUSE, President————__—_ 





is so far reaching in its beneficence to 
humanity. 

Soliciting your perusal of the en- 
closed statement, 1 beg to remain with 
very best wishes.” 

Statement (Gross Basis). 

The figures Mr. Porter refers to are 
found in a financial statement for the 
first eight months of 1908. Notwith- 
standing the depleted surplus account 
as shown in both the Wolfe and But- 
tolph examinations, by using a “gross 
basis” a policyholders’ surplus of $139,- 
902 is shown. 

Financial men are not likely to bub- 
ble over with enthusiasm as a result of 
the showing which the company makes, 
even on a “gross basis.” 





MILLION DOLLAR POLICY. 





Giant Partnership Contract For Peavey 
& Co—wWritten by Warren M. 
Horner of Provident L. & T. 





Probably the largest amount of insur- 
ance written and placed in a single 
transaction during the year 1908 is that 
of $1,000,000—two policies for $500,060 
each—taken out by F. H. Peavey & Co. 
of Minneapolis, owners of the largest 
grain elevator system in the world, on 
the lives of its president, Frank T. Hef- 
felfinger, and vice-president Frederick 
B. Wells. These gentlemen came to 
New York to complete the transaction. 

They were accompanied to New York 
and Philadelphia by Warren M. Horner, 
general agent in Minnesota for the 
Provident Life and Trust Company of 
Philadelphia, who had charge of placing 
the business. The Provident Life and 
Trust Company wrote its limit of $75,- 
000 on each life. The balance of the in- 
surance, $850,000, was placed by Horner 
in the Equitable Life Assurance Society, 
through W. J. Keating, the Equitable 
representative in Minneapolis. 

This is the third million-dollar trans- 
action in the history of American life 
insurance. Frank H. Peavey, founder 
of the Peavey firm, left almost $1,500,- 
000 in life insurance, of which $1,000,- 
000, was in one policy payable to the 
firm. George W. Vanderbilt is the only 
other man who has taken out $1,000,000 
in life insurance at one time. 





Goes With Columbia Life. 





R. B. Palmer has been appointed 
superintendent of agencies for the Co- 
lumbia Life of Ciacinnati. In speaking 
of his appointment W. C. Culkins, gen- 
eral manager of the company says: 
“Mr. Palmer is an insurance man of 
wide experience having filled similar 
positions for the Midland Mutual of 
Columbus and a number of other com- 
panies. We feel that we are very fortu- 
nate in obtaining his services and that 
he will do a class of work which will 
be of general benefit to the insurance 
world.” 





Abraham Lincoln Appointments. 





The Abraham Lincoln Mutual Life of 
Philadelphia has recently appointed F. 
C. Fraser as its representative at Pitts- 
burg with headquarters at 515 Empire 
building and H. C. Johaston at Erie, 
Offices 1014 State street. Nezotiations 
are under way for the securing of de 
sirable men at Harrisburg and Williams- 
port, announcements regarding which 
will be made shortly. 

The New Jersey territory is being 
handled direct from the home office. 





An Unsolicited Appointment. - 





Having given substantial evidence of 
his ability for larger things, Hoyt W. 
Gale, the clever Brunswick, Ga., repre- 
sentative of the Columbia National Life, 
of Boston, has been appointed manager 
of the Company for West Virginia, with 
headquarters at Huntington. The ap- 
pointment was wholly unsolicited or un- 
looked for on his part, and is doubly 
complimentary on that account. 
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CANADIAN LIFE CONVENTION: 


INTERESTING AND ENTHUSIASTIC. 








President Cox Emphasizes The Value 
of Agents—Sanguine of the 
Future. 





Fully up to expectations in attend- 
ance and interest manifested was the 
annual meeting of the Life Underwrit- 
ers Association of Canada, held at 
Quebec last week. The address of 
President H. ©. Cox was a masterly 
one and we regret that lack of space 
permits the use of but a small portion 
of it in our columns. He said in part: 

“The past two years have been a 
transitionary period for life insurance 
in this country. During the investiga- 
tion by the Royal Commission many 
absurd things were said and written 
in reference to the conduct of the busi- 
ness generally and many impracticable 
suggestions put forward by the incom- 
petent and uninformed. The public is 
again clothed and in its right mind, 
but its increased knowledge of the un- 
derlying principles of life insurance ac- 
quired largely through the educative 
work of the agent now demands upon 
the part of that agent a closer study 
of and more intimate acquaintance with 
the theories and practices of which he 
is the exponent. This demand in time 
necessitates the elevation of the per- 
sonnel and morale of those in the field 
and it is worthy of note that our com- 
panies are giving especial attention 
to the fuller equipment of their agency 
forces. The insurance institutes are 
also rendering valuable assistance in 
the education of the younger men grow- 
ing up in our home offices, whose ulti- 
mate destination is the field. The need 
of our profession to-day, as created by 
a broader public belief in it as, an in- 
stitution and appreciation for it as a 
necessity, is men of substance and of 
brains, of character and of enlighten- 
ment. Truly a noble opportunity for 
those who are prepared to grasp it. 

The Agent is Indispensable. 

“Forced home upon our companies 
more than ever before is the realization 
of the extent to which they must rely 
upon those who are in daily touch with 
the policyholders and there is apparent 
a growing recognition of the value of 
the agent and an increasing disposition 
to treat him as a necessary and ijimport- 
ant factor and able ally in the upbuild- 
ing and maintaining upon a sure and 
sound basis our rapidly enlarging insti- 
tutions. 

“Important also amongst recent de- 
velopments as significant of the trend 
of thought in Government circles in 
this regard is the fact that in the estab- 
lishing of its annuity department the 
Federal Government has realized the 
necessity for a medium through which 
to approach the public, and for the pur- 
pose of organizing a proper corps of 
solicitors, an initial appropriation of 
$50,000 has been made to be supple- 
mented as need may arise. 

“This would surely seem to indicate 
that the members of the Government 
will be fully apprised of the advisability 
and desirability of allowing our com- 
panies a wide latitude in dealing with 
that very essential part of their plant 
—the agensy force—in a fair and lib- 
eral manner upon the basis of service 
rendered. 

The Hopeful Outlook. 

“In our chosen profession we have 
progressed, but the end is not yet. This 
great country is only upon the thresh- 
old of the future for which destiny has 
marked it and in the expansion of its 
trade and commerce, in the extension 
of its facilities for transportation by 
rail and by its waterways, in its vast 
increase of cultivated area, in the phe- 
nomenal growth of its population, is 
foreshadowed, nay is presented, to the 
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life agent of spirit, of energy and of 
optimism a limitless field of which no 
man may see the horizon.” 

ACTUARY AND AGENT. 

In an excellent address upon “The 
Necessity for and the Duties of the Ac- 
tuary,” P. C. H. Papps, actuary of the 
Mutual Benefit Life said in part: 

“The thought has often occurred to 
me that a policy of insurance is about 
the most unselfish thing a man can buy. 
It is certainly easier to sell the aver- 
age man something which will be of 
immediate benefit to himself than 
something which will probably only 
benefit others after he is dead; and in 
saying this I do not forget the sense of 
security and satisfaction which a man 
enjoys who has insured his life, for I 
believe that this is only fully appreci- 
ated after the man has paid his premi- 
um and his policy in his possession. It 
has often s®emed to me, therefore, that 
a man who can make a success of sell- 
ing life insurance, and particularly one 
who can also train others to do so, must 
have a strong personality and _ will 
power. Such men are our general 
agents. Now, what must be the per- 
sonality and will power of the actuary 
who is called upon to meet the general 
agents when they visit the home office? 
It is fortunate that our technical knowl- 
edge of the business gives us a consid- 
erable handicap when some of you gen- 
tlemen cal] upon us without any warn- 
ing, and set forth a proposition which 
you have carefully thought out at your 
leisure. If the proposition is one that 
cannot be entertained, it is the duty of 
the actuary to say so. It is also his 
duty to the company and the agent to 
say ‘no’ with a good deal of tact. All 
the mathematical knowledge in the 
world will not enable the actuary to 
satisfy the agent. He must give his 
reasons for disapproval in such a way 
that the agent will conclude of his own 
accord that ‘no’ was the proper an- 
swer.” 

THE MEDICAL EXAMINER. 

Outlining the duties and difficulties 
of the medical examiner, L. Goldman, 
managing director of the North Ameri- 
can Life of Toronto said: 

“The position of the medical director 
for a life insurance company is one of 
great responsibility. His duties are ex- 
acting. He should be conscientious, 
honest, just, fair and fearless in all his 
rulings. He should devote all his ener- 
gies to the study of the interesting sub- 
ject of life insurance in all its ramifi- 
cations, especially so in all that per- 
tains to risk selection. A very small 
percentage of applications presented for 
his opinion will prove to be perfect in 
every part. Each application must be 
considered on its merits, and ‘s enti- 
tled to an intelligent, honest and pains- 
taking investigation. He should, under 
no circumstances, pass judgment upon 
a risk until] he is in possession of all 
the material facts. All parties interest- 
ed should be given a full, fair and im- 
partial hearing. He should strive to re- 
duce his errors of judgment to the min- 
imum. His position is unique and pecu- 
liar, in many respects. He must expect 
criticism from all quarters. The appli- 
cant, the agent, examiner, and the ex- 
ecutive all claim him as a target. If 
he approves, and the subject is prema- 


turely called hence, the executive de- 
sires to know the why and wherefore. 
If, on the other hand, the risk is de- 
clined, Mr. Agent (if not too modest) 
becomes inquisitive, and displays his 
knowledge as to what constitutes a de- 
sirable risk. His only safeguard, there- 
fore, is to do his duty conscientiously, 
honestly, intelligently and fearlessly, as 
he sees it, regardless of the consequen- 
ces.” 





PRESIDENT LANGHAM’S REPLY. 





Head of Provident Savings Answers In- 
surance Commissioners—Ritten- 
house Reviews Situation. 





Arthur G. Langham, president of the 
Provident Savings Life on Thursday of 
last week forwarded to the fourteen 
Commissioners of Insurance who ad- 
dressed him regarding the Society’s af- 
fairs a reply thereto. 

He calls attention to the fact that 
there are already six policyholders on 
the directorate of the Society and that 
as other vacancies are soon to occur he 
is not averse to filling same from names 
submitted by the policyholders, provid- 
ing two or three are submitted for each 
opening so as to afford a selection on 
the part of the owners. In this manner 
the Society will retain the voting rights 
contained in its charter. 

Mr. Langham asks the commissioners 
to submit plans whereby such a propo- 
sition may be best carried out. 

Claims It An Evasion. 

In the meantime, E. E. Rittenhouse, 
Commissioner of Insurance for Colora- 
do, has the following to say regarding 
the Society in his Bulletin: 

“Owing to the fact that the new own 
ers have expended about $280,000 to se 
cure control of this society and that 
virtually as much more will be needed 
to make good the impairment of the 
company and to cover the cost of estab- 
lishing a new field force to resume the 
writing of new business, it would seem 
that the purchase of this society was 
more of a speculation than an ordinary 
profit earning investment, for the pros- 
pect of earning a reasonable interest 
on this large sum is extremely remote, 
not to mention the. possibility of secur- 
ing the return of the princjpal or of 
making the stock worth this enormous 
amount. In view of this condition and 
the fact that the assets of this company 
are the sole property of the policyhold- 
ers, and that the funds of the policy- 
holders have been pvbadly misused 
by former managements—managements 
which commanded at the outset as 
much confidence and perhaps more 
than the present new owners—the un- 
dersigned has urged that the new own- 
ers permit the policyholders to select 
five of the fifteen directors in order 
that they may hereafter have a chance 
to observe at close range, through their 
own direct representatives, the hand- 
ling of their own funds. This seemed 
a reasonable request, and one well cal- 
culated to give the new management 
the confidence and support of the pres- 
ent policyholders. The commissioners 
of fourteen insurance departments later 
joined in a similar request upon the 
new president. So far, the new owners 
have undertaken to satisfy the policy- 
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AETNA’S NEW TERM POLICY. 





Convertible During First Five Years— 
Schedule of Rates and Other 
Features. 





The Aetna Life has issued a new 
seven-year term contract which may be 
converted to a policy upon the life or 
endowment plan for a like amount a 
any time during the first five years. No 
examination is required, and the assur 
ed may elect to pay the premium at the 


then attained age, or, by paying the 
difference on back premiums, at age of 
entry. 
Conversion Clause. 

The clause under which ‘the policy 
may be converted is as follows: 

“This policy may upon any anniver 
sary of its date be exchanged without 
medical re-examination either for a 


new policy upon the whole life or en. 
dowment plan on payment of the pre- 
mium required for such new policy for 
the insuring age then attained by the 
insured; or for such a policy now is- 
sued by said company, the issue of 
which is not then in violation of any 
law and which shall bear the same date 
as this policy and be issued at the same 
age, on payment of the difference be- 
tween the premiums already paid here 
oa for an amount equaling that of the 
new insurance and those that would 
have been required under the new policy 
with six per cent. interest, provided in 
either case that if the insured is over 
sixty years old or disabled when such 
change is made the new policy shall not 
contain a provision for disability, that 
the premiums required by such new 
policy shall be paid at the times stipu 
lated for payment of premiums under 
this policy, that the amount of insur 
ance shall not be increased or the pré 
mium rate per $1,000 of insurance be 
less than required by this policy, and 
that application for such new policy be 
made and this policy returned to the 
home office of said company before de 


fault in the payment of premium and 
within five years from its date.” 

The policy contains the liberal fea 
tures of other contracts issued by the 


company. 
Schedule of Rates. 
The premium rates charged from ages 
20 to 60 are as follows: 


Age Annual. Aze Annual. 
at sssssne See 4() $12.43 
21 9.43 41 12.81 
22 9.50 Oe éecenns 13.25 
23 9.57 3 13.75 
24 9.65 8 cateens 14.32 
Se stonves 9.74 415 14.97 
26 9.83 16 15.71 
BE Geveses 9.93 Be 6wanwes 16.55 
rere 10.04 i stescae 7.50 
Be adewes 10.15 » saviewn 18.58 
DP kweewen 10.27 TD <ewéase 19.80 
31 19.40 We. eszcens 21.18 
Me .aseaece 10.54 BS s<see~ 22.73 
33 10.40 OS vcaa'nte 24.46 
34 10.88 Be svasted 26.40 
35 11.08 7? wsvewutdos 28.56 
36 11.30 56 20.96 
we wéssces 11.54 Oe, xctavibinnts 33.62 
Me wteweee 11.81 are 36.57 
a, uxeseme 12.10 DP. 2400-406 39.84 

errr 3.47 


holders by asserting that there were al- 
ready policyholders on the directorate, 
but this of course simply evades the 
issue. If the new owners are to select 
al] the directors, they will be doing the 
same as former managements have 
done, and shut the policyholders out 
from selecting their own representation 

“This department has hitherto ad- 
vised the policyholders against lapsing, 
urging them to wait until they could 
learn whether or not the society was to 
be again exploited for the benefit of 
promoters. Whether or not this advice 
to policyholders will be withdrawn, de 
pends upon the answer of the new own- 
ers to the communication from the com- 
missioners, which urged that the policy 
holders be permitted to select some of 
the directors and also asked for infor- 
mation as to certain plans of the new 
owners.” 
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By WILLIAM M. WOOD, General Agent United States Life at Pittsburg, 


It is my opinion that the opportunity 
of the legitimate life insurance agent 
has been materially improved in many 
ways by the events of recent years and, 
inasmuch as I express this sentiment, 
it is up to me to tell you a few of the 
reasons why. 

In the first place, the campaign of 
publicity has done more, I think, than 
the enactment of any law to compel 
the right practices in the conduct of 
the most beneficient business on the 
face of the earth. Publicity has done 
nothing but good, while the law has 
done both good and harm. 

Former Conditions. 

Under the old order of things it was 
no uncommon occurrence, when solicit- 
ing an application,to have your prospect 
meet you almost the first thing with 
the question: “How much off of the 
first year’s premium?” If your answer 
was “nothing,” he would look at you in 
a superior sort of way and say: “Why, 
I was offered 90 per cent. this morning.” 
And, not infrequently, the rebate offer- 
ed was in excess of this figure. More- 
over, these rebates were not made by 
agents of irresponsible companies, but 
by the representatives of standard in- 
stitutions. I know a man who has a 
hundred thousand dollar policy, who got 
a 50 per cent. rebate on his first pre- 
mium and an agreement for a 7 per 
cent. reduction on each succeeding pre- 
mium for twenty years. He has al- 
ready received fourteen or fifteen of the 
seven per cents. and says they are still 
coming. Now, I want to ask you what 
show a legitimate life insurance agent 
has against such an argument as that? 
Occasionally a bright mind could get 
a full premium where a big rebate had 
been offered, but the are rare, 
and a man that could do so was cer- 
tainly entitled to all the commission he 
received. 

Was the Agent to Blame? 

A few years ago a certain company 
made a summer contract with the agent 
of another company with a sufficient 
bonus that brought his commission up 
to one hundred and fifteen per cent., 
and he actually gave away between two 
and three millions of insurance and by 
so doing made a lot of money. Was the 
agent to blame for rebating? I think 
not. It was the company that said to 
its agent: “It is very wrong to rebate; 
you must not do it; it is strictly against 


cases 


our rules; however, you must give us 
a million dollars of insurance this 
month; we need the business; and if 


you do write a million dollars, we will 
give you a bonus equal to one hundred 


and fifteen per cent. commission; but 
you must not rebate.” 

I am giad to relate, however, that 
rebating is now almost unknown in 
Pittsburg, and we hope that it will 
never again become a factor in our 
business, and so the abolition of this 
pernicious practice, which has been 


brought about largely by the efforts of 
the Pittsburg Life Underwriters Asso- 
ciation, is another recent event that 
has surely improved the opportunity of 
the legitimate life insurance agent. 
Following 


naturally the wiping out 
of the rebate evil was the gradual 
dropping out from the insurance busi- 


ness of the lightning solicitor and other 
parasites on the body politic; men who 
thrived only on fake and misrepresenta- 
tion; men who wrote a million a year 
and never had the price of a shave. 
Life insurance was always good enough 
to sell on its merits, but a certain class 
of agents had the idea that in order to 
write insurance they had to stretch the 
truth. Principally by the campaign of 
publicity the fakir has been eliminated 
from the agency ranks, leaving the field 
to the legitimate agent, who, though 
now obliged to work for a much less 
compensation, does not haye to spend 


a large part of his time in undoing the 
harm done by the fakir, and so this 
is another reason why the opportunity 
of the legitimate life insurance agent 
has been improved by the events of re- 
cent years. 

Value of Life Policies. 


Then, again, the late panic has 
brought to the attention of the insuring 
public more fully the value of their 
life insurance policies as a help over 
rough places. When you could not bor- 
row a postage stamp on a government 
bond in the banks, the life insurance 
companies loaned millions of dollars on 
the sole security of their policies, with- 
out delay and at no increase in the rate 
of interest. The man who never knew 
or had forgotten that his policies had 
any value except as death claims, awoke 
to the fact that the importunate, per- 
sistent life insurance agent, whom he 
had looked upon as a nuisance at the 
time and from whom he declared that 
he took the insurance only to get rid 
of him, had done him a much better 
turn than he had ever realized, for he 
found that he was able to borrow 
enough money on his policies to tide 
him over a critical financial period, and 
in the light of these experiences the 
general public more fully appreciates 
the value of life insurance feels more 
kindly toward the agent, and is inclined 
to meet him half way in his philan- 
thropic work. 

These are only five minutes’ worth 
of reasons why I think that the oppor- 
tunity of the legitimate life insurance 
agent has been improved by the events 
of recent years. 





“THE RURAL DISTRICT.” 





_ The Rural District is generally con- 
sidered by insurance men the richest 
field for the agent as well as the com- 
pany, and when the business is careful- 
ly secured its percentage of lapse is sur- 
prisingly small. There are, however, 
as in every business of man, difficul- 
ties, which, if not thoroughly analyzed, 
and treated tactfully, will prove insur- 
mountable mountains to the solicitor. 
Therefore the country agent should 
ever be on the alert and make use of 
tact and diplomacy in all of his under- 
takings. Tact and diplomacy, as ap- 
plied to life insurance, is not a gift of 
nature but a study in which the agent 
can never grow too proficient, and each 
experience will suggest a new use for 
it. The new agent in the field will, of 
course, face these obstacles as have all 
his predecessors, but if he is made of 
the right mettle, he will laugh with de- 
light at the opportunity to fight hard for 
something which is worth having, and 
in his fighting he will gain valuable ex- 
perience and ultimate success. 
Persistence and Concentration. 

Succes never comes to any man in a 
day but in every instance it is the re- 
sult of hard work and close application 
of thought. This fact should promnt 
every agent, especially the beginner, to 
make the most careful research into the 
cause of every failure to get the name 
on the “Dotted Line.” If in this in- 
ventory he discovers a weakness and is 
determined to find its remedy, he will 
become so strong that he can use the 
knowledge thus gained as a tool. and 
with it carve from that word failure— 
success. 

Optimism is a valuable asset to the 
life agent and should ever he cultivated, 
for it is sunshine to the soul, and as 
long as it is present there can be no 
room for discouragement. “Realizing 
one’s possibilities is optimism, and optl- 
mism is the soul of living.” Therefore 


knowing as we do the many possibill- 
ties of the Rural District, it should not 
he hard for the agent to claim for his 
own a share of optimism, and he will 


*mands respect 


realize on this stock a good dividend in 
the shape of results. 


The Essence of Frankness. 

The people of the Rural District are, 
as a rule, hard working, saving, and 
thrifty, but are considered harder to in- 
fluence for insurance than the business 
men of the large cities. This is be- 
cause their opportunities for even a 
common schooling have been so limited 
in many instances that their minds are 
necessarily dwarfed and incapable of 
understanding the technicalities of a 
life insurance contract. .Cack of com- 
prehension is their misfortune, and the 
agent should be quick to realize this 
and not attempt to take advantage of 
their weakness by any veil of misrepre- 
senation. He should represent a com- 
pany whose past record is a recommen- 
dation in itself, and its policies so ex- 
cellent that they will sell on their own 
merit. Then there is no reason to paint 
a vivid picture in imagination in or- 
der to secure the application. 

The agent’s explanation should be 
the essence of frankness and expressed 
in terms clearly understood by the pros- 
pect. In this way only can he expect 
to hold his (the prospect’s) attention. 
In every case he should study the pros- 
pect’s interest and thus rightly win his 
confidence, for having gained this confi- 
dence the rest is comparatively easy. 
“Be brief and to the point” is a short 
sentence, but to an insurance solicitor, 
it frequently has a long meaning. The 
agent who has acquired the knack of 
combining his strong points with a 
short interview generally secures the 
application, where the long-winded 
agent fails and doesn’t know the cause 
of his failure. 

The agent should be so well posted 
regarding his company and its policies 
that he is able at all times to answer 
correctly, without hesitation or mental 
reservation, any question his prospect 
might ask, for a frank manner com- 
and will remove any 
doubt in the prospect’s mind. 

Friendship of the Prospect. 

The Rural solicitor should never be 
overzealous but should strive to create 
the impression that he prizes the friend- 
ship of his prospect far more than the 
commission on his business. When 
this is accomplished all skepticism van- 
ishes and he is wiling to trust the agent 
to select for him the contract best suit- 
ed to meet his individual need. 

Frankness is, in my estimation, the 
great secret of a_ solicitor’s success. 
Not only to be applied to canvassing in 
the Rural District but in every other 
case, for it is the only way to sell life 
insurance that does not lapse. After 
the business is thus secured the agent 
has nothing to fear, for he has not only 
done his duty to his company and right- 
ly earned the commission, but he has 
made a friend who will always be glad 
to recommend to any of his friends the 
agent who puts into practice that gold- 
en rule, “Do unto others as you would 
have them do to you.” F. W. Claybrook, 
Jr.. District Manager Sun Life of Cana- 
da, Cumberland, Md. 


MISSION OF MILES M. DAWSON. 





Studying Conditions in European 
Countries for Sage Foundation 
for Relief of Needy. 





In our issue of September 10 appear- 
ed an item to the effect that the Sage 
Foundation for the Relief of the Needy 
—an organization formed through 
funds provided by Mrs. Russell Sage 
—was conducting an investigation 
abroad with the object of establishing 
some system whereby the poor might 
best help themselves. It was also stat- 
ed that Dr. Lee K. Frankel, formerly 
superintendent of the United Hebrew 
Charities was a member of the com- 
mittee conducting the investigation. 

We are informed that Miles M. Daw- 
son, consulting actuary of this city, is 
also abroad on this mission, giving par- 
ticular attention to industrial insurance 
as carried on in various European coun- 
tries, also studying the various life 
insurance and pension schemes adopted 
by foreign governments. 





WANTED 
BY 


*"Aldballtnolf 


INSURANCE COMPANY 

Live, energetic men, for 
some excellent territory, Ex- 
clusive and liberal contracts 
will be made with the proper 
parties. 

The Armstrong Committee 
found no questionable methods 
in The Manhattan Life Insur- 
ance Company. Address 


W. B. LANE, Vice-President 
66 Broadway, New York 





THE 


Union Central 


Life Insurance Co. of Cincinnati 
Established 1867 





Has the following unrivaled points of 
superiority which make its policies easier 
to sell than those of any other cozxapany: 
Highest rate of in terest earned, low death 
rate, low expense rate—resulting in lowest 
cost to policy-holders. Its new i908 poli- 
cies are simple in verbiage and most liberal 
in provisions. THE UNION CENTRAL has 
no investments in stocks or bonds. 


JESSE R. CLARK, E, P, MARSHALL, 


President. Vice-President 





MUTUAL LIFE POLICIES 


Are Easiest to Sell 


Because 


‘Yearly dividends have been increased for the last three years 1906-7-8 
at a rate equalled by no other company. 


Cash values guaranteed in the new life and endowment policies, are equalled by 


few companies. 


Attractive features have been added to standard policy forms. 
Liberal terms offered producing agents under the 1908 contracts. 


GEO. T. DEXTER, 2nd Vice-President 


THE MUTUAL LIFE 


Insurance Co. of New York 


For Information Address 


B34 Nassau Street, 


NEW YORK, N. Y. 











September 24, 1908. 
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UNDER-AVERAGE LIVES. 





Modified Life Policy of New England 
Life To Replace 
Endowments. 





In a letter to his staff, Charles H. 
Flood, manager of the home office 
agency of the New England Mutural 
Life explains the new “Morlified Life 
Policy,” issued by the com any, and 
which was referred to in our columns. 
Mr. Flood says: 

The company has given us a new 
policy to sell, to be known as the 
Modified Life Policy. Where the ap 
plicant, by reason of family history, 
weight or personal condition, is not en- 
titled to receive the ordinary life or 
limited payment life, and where his ap- 
plication under old rules would be in- 
ited to a ten, fifteen or twenty year en- 
dowment, we will now under certain 
conditions give him an Ordinary Life, 
a ten, fifteen or a twenty payment life 
at the regular rates for those contracts, 


with the provision that he must take 
the cash value at a certain date. The 
clause setting forth this condition reads 


as follows: “If the insured shall be 
living at twelve o’clock noon on....... 
eyes 19............, this policy shail 
cease and determine, and if all 


premiums as stipulated above have been 
paid, the company will pay to the in- 
sured or his assigns the sum of$...... 
and the then cash value of any divi- 
dends or additions standing to the 
credit of this policy, and less any in- 
debtedness as aforesaid; but wthin one 
year from said date this policy, if then 
in full force, may be exchanged with- 
out cost for a limited payment life 
policy of the same date for the same 
age, amount and premium, provided 
the insured shall pass a medical ex- 
amination satisfactory to the com- 
pany.” 

The company gives you this policy to 
sell because if they should limit a man 
to a fifteen or twenty year endowment 
he would object to the premium; if you 
can go to him with a modified life 
policy and give him the contract that 
he originally applied for, excepting that 
it must be surrendered for its cash 
value after he reaches a certain age, 
you will in all probability satisfy him. 

It has been demonstrated beyond any 
doubt that heavy weights—that is peo- 
ple nearly or more than forty per cent. 
over normal weight—are a very hazard- 
ous class after they reach 55 or 60 
years of age. The company wants to 
get these people off the books when 
they reach those ages; they are per- 
fectly willing to take the risk up to 
that time, but the mortality experiences 
are extremely high at or beyond those 
ages. ; 

For example, you have a man 3 
years of age who is five feet and ten 
inches in height; his normal weight 
should be 168 pounds, but he weighs 
235 pounds. Perhaps his father and 
mother were heavy people and his 
weight is a family characteristic, but 
we find that his grandparents or his 
father and mother have died at about 
60 years of age. Your applicant is in 
robust health and wants an ordinary 
life or a twenty payment life. The com- 
pany cannot take this risk and carry 
him along for life. They will, however, 
write him for an ordinary life or a 
twenty payment life at the regular 
rates, but he must agree, if living after 
twenty years, to take the cash value. 
During the twenty years he receives 
his protection just as cheaply as a man 
of normal weight and first-class family 
history. 

Please notice that if within one year 
from the date of reaching the limited 
period the insured can satisfy the com- 
pany he is in good health and condi- 
tions are better than when he first 
made application to the company, in all 
probability he will recelve the regular 
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DO YOU WANT 





Address 





A young man of thirty, who has had past successful experience 
as a producer of Life, Fire and Liability Insurance, would like to 
connect himself with an agency doiug 
business in a city of 35,000 to 100,000. 


Reason—wishes to discontinue travelling. Best of references. 


SUCCESSFUL, Care ot THE EASTERN UNDERWRITER 
105 WILLIAM STREET, NEW YORK CITY 


A PRODUCER? 





a general insurance 











policy the same as if he had never 
been modified as to form. 

When he reaches the dangerous 
period in his class the company in jus- 
tice to its other policyholders can no 
longer carry the risk, because we know 
the mortality in his class at his then 
age is two or two and one-half times 
the normal figures. 

In giving him such a policy you can 
explain to him these conditions and 
that our experience teaches us that the 
most valuable time for him to have in- 
surance for the benefit of his family is 
during the period we are willing to as- 
sume the risk. 

This policy will be of much help to 
us in taking care of applicants who are 
not up to the standard, but when pos- 
sible we believe it is better to sell a 
short term endowment policy to a man 
you have reason to think the company 
will limit. 


GREAT WESTERN LIFE. 





All Claims Paid—Company Has Surplus 
of $20,000—Its Probabie Future 
Course. 





A statement of the condition of the 
Great Western Life, of Kansas City, 
under date of September 10 shows the 
company to have a surplus of $20,000. 
Two weeks prior thereto it was stated 
that an impairment of $115,000 existed. 

In the meantime, nearly every claim 
against the company, including $90,000 
which was collected by the former man- 
agement for proposed increased capital 
stock, has been paid in full. This 
statement comes to us from an authen- 
tic source and if true reflects great 
credit on the business integrity of the 
men now in charge. 

In accomplishing the above results 
the enormity of the undertaking may be 
realized when it is considered that some 
three thousand people widely separated 
and with small personal investments 
had to agree to the plan of reorganiza- 
tion. In addition thereto there was a 
raid against the company from all sides. 
Opposition was shown in the Federal 
Court, the State Insurance Department 
and nearly every financial institution in 
Kansas City. 


W. C. Johnson’s Return. 


William C. Johnson, general agent of 
the Phoenix Mutual Life in this city, re- 
turned from his vacation during the past 
week. He states that he never felt bet- 
ter in his life and certainly looks the 
part. Mr. Johnson, who has been absent 
since June, spent his outing in Nova 
Scotia and was accompanied by his 





family and friends. He owns a fine 
thoroughbred horse, the driving of| 
which furnished considerable of his 
recreation. “Snapshots” of Mr. and 


Mrs. Johnson and party on various pic- 
nic expeditions give one an idea of how 
gloriously the time was spent. Asked | 
as to what the prospects were in the life | 
insurance business, Mr. Johnson said | 
he had been completely “out of touch” 
and was in a receptive mood for infor- 
mation until such time as he “got his 
stride.” 
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Favorable Mortality 
—AND— 
Economy of Management 


THE 
Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 








TATE Matual Life 


Assurance Company 


Worcester, Mass, 
Ineorporated 1844, 
———— 
Financial Statement, Jan. 1, 1908. 
MY dantesdelkenceoees $29,845,728.08 
RP len oat t 28,286,361.96 


irade bute $1,559,361.12 





| A. G BULLOCK, President. 


| Burton H. Wright, Secretary. 





WANTED. 


IF YOU ARE AN ACTIVE AGGRES- 
SIVE LIFE INSURANCE SOLICITOR 
AND WANT TO WORK UPON A SYS- 
TEMATIC PLAN TO PRESENT THE 
NEWEST AND BEST PROPOSITION 
IN LIFE INSURANCE COME AND 
SEE ME. JAMES PERRY, MANAGER, 
PRUDENTIAL INSURANCE COM- 
PANY, 20 VESEY STREET, NEW 
YORK CITY. 





UNEMPLOYED, OR DISSATISFIED 
LIFE INSURANCE AGENTS AND 
SOLICITORS WHO HAVE DEMON- 
STRATED THEIR ABILITY, BUT ARE 
NOT SATISFIED WITH PRESENT 
SURROUNDINGS, AND ARE WILLING 
TO MAKE A CHANGE TO COM- 
MUNICATE WITH THE MAN- 
AGER OF A LARGE, WELL KNOWN 
COMPANY FOR SPECIAL WORK. 
ADDRESS “ MANAGER” EASTERN 
UNDERWRITER OFFICE. 


It is proposed to secure the best — a. 


possible to renew the business now on 
the books, amounting to $20,000,000, and 
as quickly as possible commence writ- 
ing new risks. 





Big Time in Store. 





The first meeting of Life Underwrit- 
ers attended by Charles J. Edwards 
since his re-election as president of the 
National organization at Los Angeles 
will be that of the Pittsburg Association 
to be held October 10. 

A letter from William M. Wood, sec- 
retary, stated that he was hot on the 
trail of President Edwards and expect- 
ed to announce the capture soon. In ad- 
dition to Mr. Edwards, the following 
have been invited: F. E. McMullen, 
Rochester; Senator William Tolman, 
Bridgeport, Conn.; the newly elected 
president of the Canadian Association; 
Will A. Waite pf Detroit; W. G. Carroll, 
Philadelphia; E. J. Clark, Baltimore; 
H. J. Powell, Louisville. 





Keep fool excuses out of mind. To- 
day is yours. The best company may 
pass a man to-day whom the poorest 
will reject to-morrow. Health is as un- 
certain as death is certain. 


GENERAL AGENTS FOR UNOCCU- 
PIED TERRITORY, FOR A PROGRES- 
SIVE SOUTHERN LIFE INSURANCE 
COMPANY, IN GEORGIA, ALABAMA, 
NORTH AND SOUTH CAROLINA, 
VERY LIBERAL RENEWAL CON- 


TRACTS, WITH GENEROUS’ EX- 
PENSE ALLOWANCE TO GOOD 
MEN. ADDRESS “CUTLER,” EAST- 


ERN UNDERWRITER OFFICE. 


STOCK SALESMEN.—A fully pro- 
tected and guaranteed Life Insurance 
Agency Company’s stock is being of- 
fered to the public. It is a thoroughly 
established, dividend paying proposi- 
tion, and secured by the underlying 
guarantee of a large Trust Company. 
Salesmen wil! be furnished with an at- 
tractive and complete selling kit, and 
full line of letters of endorsement, and 
acknowledgements of receipt of divi- 
dends from stockholders, who are 
among the most substantial and well 
known business men—bankers, manu- 
facturers and educators—in the South. 
Liberal compensation to salesmen of 
ability. Address—Southern Profit, Care| 
Eastern Underwriter, New York, N. Y. 





1860 48th Year 1908 
Home LifelnsuranceCompany 


of New York. 
GEORGE E. IDE. President 


Assets peas bawees «+ +++ $20,004,853.63 
Liabilties (including Divi- 

dend Endowment Fund) 19, 235,418.20 
Dividend Endowment Fund 

(Deferred Dividends)..... 1,795,020.00 
MOC RUEIOUE 00 cccccwessecces 769,435.43 
Insurance in Foree......... 86,193,296.87 





The 48th Annual Report shows a gain 


in the amount of insuranee in force; that 
assets were increased nearly $1,000,000, 
and that over $300,000 was paid to polioy- 
holders in dividends. 





BERKSHIRE 
LIFE INSURANCE CO 


OF PITTSFIELD, MASS. 


James W. Hull, President. 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt. H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and honorable practice, its solid 
financial condition, its fair and liberal policies, 
all subject to the Non-Forfeiture Law of Mas- 
sachusetts, commends itself both te policy- 
holder and agent. 

For circulars and rates address 
EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, Boston, Nass 
DYER & FOSS, General Agents 


JOHN H. ROBINSON, General Agent 
253 Broadway, New York 





READ ~@aee— 


THE EASTERN UNDERWRITER 


A Weekly Journal Which Helps the Agent 
PRICE $3 PER YEAR 
Address, 105 WILLIAM STREET 
NEW YORK CITY 








INDUSTRIAL INSURANCE 


THE EASTERN 


By D. G. C. SINCLAIR, Superintendent Metropolitan Life 








(Continued from last week.) 


These I have mentioned are some of 
the voluntary acts of the officers who 
guide the destinies of the companies 
engaged in this line of insurance. We 
may well say Amen to the acts of Gov- 
ernor Hughes of my State, when the 
Insurance Investigation, after he left 
the business of Industrial insurance in 
the hands of competent men to solve 
the expense problem and make what- 
ever improvements desirable in Indus- 
trial life insurance. Parenthetically I 
may state that the company I represent 
did not wait until the Investigation to 
begin this dividend-paying policy on 
non-participating contracts. It began 
these concessions back in 1896—ten 
years before. That the Governor’s con- 
fidence was not misplaced shown 
that in my company the expense ratio 
in the Industrial business has since the 
Investigation been decreased 6 per 
cent. (which amounts upon our pre- 
mium income to two and three-quarter 
millions of dollars a year) and issued 
new tables of benefit founded upon its 
own experience of mortality, doubling 
the insurance of children for the same 


is 


for in sickness for a smaller amount 


UNDERWRITER. 


than that paid by the following table | 


of insurance, permitted by the laws of 
the State of New York and adopted as 
a standard by the majority of States. 


Under age 2..$30 Under age 7..$140| 
Under age 3.. 34 Under age 8.. 168 

Under age 4.. 40 Under age 9.. 200 
Under age 5.. 48 Under age 10.. 240) 
Under age 6.. 58 Under age 11.. 300) 


This table is based on the insuraace | 


one year in force, and the average paid 
on death claims is as follows: 


Sh abun es4dsk + shoe on erkoeee $13.04 
RN RS Sac easa'ecenadcekensaweeee 17.56 
RE Bic dod sc dseckduweseaenuaene? 21.86 
OG RO ee Tee eae ee 26.68 
CO ¥, Bee ere rere Pe fe re 31.08 
TR PONT CLT ET Pe ee 42.62 


Applicants for insurance in any 
amount are subject to a medical exami- 
nation or inspection, care being taken 
that only healthy 


OHIO, 


lives are accepted. | 
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RELIANCE LIFE 


a =  faeeen 


PITTSBURGH 


Policies That Can’t Be Beat 


Assets 
Over Two and One-Half 
llillions 


Exceptional opportunities for General 
Agents in 


PENNSYLVANIA 
IOWA AND ALABAMA 





The New Policies 
(1907) 


Experience has taught us that this care | 


has procured for us a lower death rate | 
among the industrial insuring class than | 


the general mortality. 








premium, and increasing the adult bene- According to Farr’s table at 

Se ee 65.59 per 1,000 die— Metropolitan experience ........ 49.37 
BOG. BD icaccsruas 36.13 per 1,000 die—Metropolitan experience ........ 32.01 
i Seer 24.39 per 1,000 die—Metropolitan experience ........ 21.53 
oe CR <werkanee 17.92 per 1,000 die—Metropolitan experience ........ 16.07 
Age 6 ..........13.53 per 1,900 die—Metropolitan experience ........ 11.61 
Se Pr eee ree 10.75 per 1,000 die—Metropolitan experience ........ 9.64 
as 9.18 per 1,000 die— Metropolitan experience ........ 7.94 
eee 9.69 per 1,000 die—Metropolitan experience ........ 6.55 
eS ere 6.56 per 1,000 die—Metropolitan experience ........ 5.47 


12 per cent. to 23 per cent.; 
life policies are made paid-up 


fits from 
while all 
at age 75. 

All these concessions that have been 
mentioned go to show that if at the 
foundation of the business the rate was 
a trifle high, it was a wise, conserva- 
tive course to pursue, and now that a 
table of mortality has been established 
Industrial 


from experience in the 

insurance, the honorable body of 
men who administer this great trust 
have been worthy of the confidence 


placed in them in making concessions 
not promised in the contract, which re- 


1887—20 years 
1892—15 years 
1897—10 years azo 
1902— 5 years ago 
1907—December 


AZO .ccccccevecsccccses 


turned in a profitable way to the policy- 
holders, all that is possible, keeping, of 
course, in reserve a sufficient surplus 
to always guarantee the company 
against losses unforeseen through sud- 
den calamities, depressions in the finan- 
cial world, etc. While policies previous 
to 1906 in the United States were not 


issued on a smaller premium than five 
cents, they are now issued for three 
cents on all ages. Policies for three 


cents per week were issued in Canada 
in January, 1898. Endowment policies 
maturing in twenty years are issued 
on children. 
Insuring Lives of Children. 

Arguments are often advanced against 
Industrial insurance on the lives of 
childrea, stating that it is an incentive 
for parents to neglect their offspring. 
The question is answered by the follow- 
ing table of benefits as used by the 
various companies paying claims on 
the lives of children between the ages 
of two next birthday and ten. At no 
time in any of our large cities can a 
child be respectably buried and cared 





Pols. 
1887—20 yearB agO ..........00. 10,006 
1892—15 years ago .......-seees 28,477 
1897—10 yearS ago ..........06. 77,042 
1902— 5 years ago ........eeees 228,208 
1907—December ........ccccces 411,255 


What do these figures prove? That 
the workingmen (of this country) take 
care of their children, and it further 
proves that these men who are thrifty 
enough to take out insurance are the 
men careful of their families. It proves 
also that Industrial insurance is pro 
cured only from the better class of the 
working people. 


This business is destined—and the 
companies engaged in it—to be the 
greatest in the world. Take for ex- 


ample the growth of the business in five- 
year periods for the past twenty years 


in the United States. 

Policies. Ins. in Force. 
»wistaus 2,300,159 $257,232,174 
awit 5,125,866 583,533,745 
Kg sachised 8,001,976 995,642,014 
enters 13,448,147 1,806,894,473 
a wiaress 18,844,384 2,577,246,881 


The company that I represent had at 
the end of 1907 9,013,087 policies in 
force for $1,317,883,486, and adding to 
this the number of policies and the ia- 
surance in force in the other seventeen 
companies operating in the United 
States we have 18,844,384 policies 
for insurance amounting to $2,577,246, 
881. This has all been accomplished 
in less than thirty years. What will 
the next thirty years show? Compare 
this to the population of our country, 
which was approximately 83,000,000 last 
census, and then think of the business 
that has made such a stride in so short 
atime. I am satisfied your unanimous 
verdict is that it must have deserved 
the popularity or it would not have mei 
with such support from the masses. 

While the progress of industrial in- 
surance has been marked by its rapid 
and successful strides in the United 
States, it is, nevertheless, in ratio to 
population taking deep root in your 
own country, Canada, and the figures 
of the past twenty years will empha- 
size this statement: 





Annual income. Ins. in force. 


Not obtained $1,086,472 
Not obtained 2,720,518 
$303,793 8,184,713 
873,319 26,073,638 
1,687,837 48,279,303 


(Continued on page 8.) 


Of the 


Equitable Life 


| Of Iowa 
Are up-to-date in every re- 
spect,—including provisions 
for - 
Days of grace; 
Change of Beneficiary; 
| Annual Loan and Cash Values; 
| Extended Insurance; 
_ Payment in Instalments, 
Limited or Continuous. 


Agents wanted in unoccupied 
territory. Write the Home 
Oifice, Des Moines, Iowa. 








( Course of Insurance Education 
Department for Furnishing 


Our 


| Prospects. New Model Policy 


yu. Plough the Field and Assure 
the Harvest for Good Agents. 


Phenix Mutual 
Life Ins. Co., 


HARTFORD, CONN. 


Write Home Office. 


| 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND MUTUAL 
Life Insurance Co. 


BOSTON, MASS. 











Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract. 


FINANCIAL STATEMENT. 


Assets Jan. 1, 1908...... $44,182,875.18 
NS ae ee $41,159,132.85 
Surplus ....ccccccccccces $ 3,023,742.33 


Alfred D. Foster, President. 
D. F. Appel, Vice-President. 
J. A. Barbey, Secretary. 
Wm. F. Davis, Asst. Secretary. 





THE 


Inter-State Life 
Assurance Company 


Has more than $1,100,000 in securi- 
ties deposited with the Auditor of State 
of the State of Indiana for the protection 
of its policyholders. 

Has just issued new policies of great 


| attractiveness, carrying provisions which 


GUARANTEE 
Reduction of premiums annually. 
Annual Loan and Cash Values. 
Automatic Extended Assurance, 
Paid-Up Assurance. 
Change of. Beneficiary. 
Days of Grace. 
Valuable options of Increasing Assur- 
ance or Decreasing Cost. 
Payment in Installments or 
Annuity. 


as a 


Agents Wanted. 
Address the Company. 


Indianapolis, Ind. 





A COOD PROPOSITION! 
THE EASTERN UNDERWRITER 
106 WILLIAM ST., NEW YORK CITY 
Price $3 Per Annum 





Che Northwestern 
Mutual Life Jusurauce Co. 
of Milwaukee 


H. L. PALMER, President 
A. S. HATHAWAY, Secretary 


New Business Paid-For 
1905 . . . . $ 90,334,038 
1906 * © «© ~ 93,563,452 
907 - + « -« 102,233,634 
Each year larger than any in the pre- 
vieus history of the Company. 


Commenced Business 1886 








Signs of the Shues 
The rayid increase in the nem business 


af The Northwestern during the period 
of life insurance and 
thereafter shows that The Nerthwestern has 
never lest the eenfidence of the public and that 
it is easier than ever te write business for 
The Nerthwestern, 

It is capable ef easy demonstration that 
The Nerthwestern is the best Company to 
insure in. 





and the new Premium Lean feature. 

Issues Partnership and Corporation In- 
surance. 
For further information or an Agency, 


H. F. NORRI: 


Superintendent of Agencies. 
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Best Methods of Securing Collections. 





Collections are the vitals of the busi- 
ness. Premiums represent income, and 
without income no business can prosper. 
The expense of time and money in con- 
structing a debit is altogether in vain 
unless that debit is a money producer 
through standard collections. 

The first step toward getting collec- 
tions is in the writing of high-grade 
business. Agents should be properly 
instructed to canvass only for such 
business that has a reasonable proba- 
bility of persistence. Future labors will 
be considerably lightened by a careful 
selection of risks at the outset. 

The opportune time to train agents 
as well as policyholders in the matter 
of collections is at the beginning of 
their connection, and before any evil 
habits may have become deep rooted. 
In delivering a policy the insured should 
be impressed with the importance of 
prompt payments. The proper training 
of policyholders from the hour of the 
delivery of the policy is one of the 
greatest essentials in securing collec- 
tions. The insured should be made to 
realize that his duty to the company is 
no less than the company’s duty to him. 

I have found that tact is a prime 
requisite. As an illustration: One of 
our agents always carried with him a 
lapse schedule form, and whenever he 
encountered a chronic delinquent who 
flatly refused to pay, he assumed a sad 
mien and mournful tone and remarked 
that he had no alternative other than to 
place the business on the lapse form, 
and anything that went dowa on that 
form stayed there, for the manager is- 
sued only one form to each agent, and 
any record placed thereon was final. 
He would then proceed to deliberately 
enter the details of the policies. This 
course usually had its effect in produc- 
ing money from some hidden source. 

Another agent who had on his debit 
a family of malcontents with a bad 
opinion of companies and agents in gen- 
eral, once by a stroke of genius com- 
pletely changed their hostility. After 
receiving the premium and his weekly 
dose of abuse, he left the house, but 
returned in a few minutes and present- 
ed the mother with a ten cent. piece, 
alleging that she had over-paid him. 
This evidence of honesty so impressed 
the lady that she thereafter became a 
sworn friend of the agent and of the 
colorial. The dime was a donation. 
She had not overpaid the agent. He 
had used tact—Charles W. Hugg, Man- 
ager Colonial Life, Newark. 





The week of September 7th in the 
Washington, D. C., and Baltimore dis- 
tricts of the Prudential was “Pape 
week” in honor of Superintendent E. 
C. Pape of the Utica, N. Y., districts, 
one of the oldest and most highly es- 
teemed members of the old guard. Sup- 
erintendent Pape was invited to Balti- 
more at the suggestion of Superintend- 
ent Wainwright, who with the Baltimore 
superintendents had prepared the vari- 
ous staffs to give the veteran a rousing 
reception. The Academy of Music, 
Baltimore, had been engaged and if 
ever a warm reception was accorded 
and pledges made for the week, the fol- 
lowing records will attest. Washington 
led with 616 applications for $64.00; 
Baltimore 3,508 applications for $50.57; 
Baltimore 2,478 applications for $42.64; 
and Baltimore 1,380 applications for 
$30.22. In each district a large amount 
was ordinary, was credited to the vari- 
ous staffs and a warm welcome awaits 
Superintendent Pape should he ever 
visit these points again. 





The Metropolitan Stuyvesant Heights- 
Brooklyn district, is, as usual, on the 
Roll of Hoaor list, and why not? Sup- 
erintendent H. C. Stieglitz is one of 
the men who thoroughly understands 
the management of a staff of men. He 
expects only that which is possible, 


never that which is impossible, conse 
quently, has the entire confidence of 
every member of hia staff. 





Promotions and transfers of the 
Union Life of Canada: Agent A. 
Scher, who made an enviable record for 
himself while working in the Queen 
City, is promoted superinteaaent at To- 
ronto. Superintendent Bowkett of To- 
ronto is transferred in the same ca- 
pacity to Hamilton. 





Relative standing of superintendeats 
o1 the Union Life of Canada. Basis of 
annual premium income increase (In- 
dustrial, Quarter-a-Week and Ordinary), 
combined with per cent. of collections: 
P. H. Villeneuve, Ottawa; S. J. Slack, 
Winnipeg; L. Methot, Montreal; A. B. 
Charles, Toronto; A. Towsley, Ottawa; 
J. Joncas, Quebec; B. Taylor, Winni- 
peg; W. Poirier, Montreal; T. H. 
Wright, Toronto; T. B. Harker, To- 
ronto; G. E. Lauziere, Montreal; P. 
Lachance, Montreal; Geo. Lake, Winni- 
peg; T. Gagnon, Montreal; A. A. Jack- 
son, Montreal. 





Twenty-five superinatendencies of the 
Prudential which lead in actual indus- 
trial increase for the year: H. R. 
kendall, Louisville; A. X. Schmitt, 
Chicago 2; E. E. Litz, Omaha; P. H. 
Showalter, Denver; B. R. Cosby, Par- 
sons; A. C. Grant, Milwaukee 1; G. 
W. Lamson, Chicago 5; E. J. Nealy, 
Chicago 3; J. H. Monteith, Peoria; J. 
S. Kendall, Chicago 1; A. Huebaer, 
New York 5; C. V. Dykeman, Long 
Island City; W. J. Crook, Salem; G. S. 
Wainwright, Washington; W. H. Joyce, 
Buffalo 1; P. F. Kielty, Wilkes-Barre; 
J. P. Zimmer, Milwaukee 2; J. R. 
Ireland, Chicago 10; W. J. Summezell, 
Chicago 9; W. T. Graves, Detroit; P. 
J. Cox, Chicago 6; M. L. Mohor, Bos- 
ton 1; C. W. Godfrey, New York 2; 
W. S. Barnes, Elmira; T. S. Husk, 
Hoboken. 





Those superintendents, if there are 
any such in the industrial business, who 
need points on how to succeed, should 
not fail to read the articles appearing 
in the columns of this publication sug- 
gested in an address delivered by that 
well-known and eminently successful 
superintendent, D. Y. C. Sinclair of 
the murray Hill district of the Metro- 
politan. They are worthy of considera- 


tion by every man in the induatrial 


field. 





Score another for Superintendent E. 
G. Hatch of the John Hancock's Buffalo, 
N. Y., district, report says: he has just 
landed another $50,000 case and hopes 
in a few days to close several others. 
How about it Hatch? 





Changes and promotions of the Life 
Insurance Company of Virginia: As- 
sistant E. J. Powell, of Hampton, has 
been appointed traveling assistant sup- 
erintendent. Agent R. S. Register has 
been appointed assistant in Wilmington, 
succeeding Assistant J. M. Coffey re 
signed. Agent J. B. Leonard, Newport 
News, has been appointed assistant suc- 
ceeding Assistant Powell promoted to 
traveling assistant. 





Standing as to amount of placed ordi- 
nary by the Life Insurance Compaay of 
Virginia’s districts: Class A-1—Rich- 
mond, Norfolk, Atlanta, Terre-Haute, 
Newport News; class 1—Roanoke, Dur- 
ham, Charlottesville, Evansville, Peters- 
bur; class 2—Gastonia, Columbus, 
Chester. 





That good, old, always to be depended 
upon for the full allotment of both ia- 
dustrial and ordinary, the Norwich, 
Conn., district of the Metropolitan with 
Superintendent M. C. Higgins, who we 
believe has been in charge for almost 
twenty years, is still going ahead, mak- 
ing little noise but always good records. 





“Lapse Freezers” of the Life Insur- 
ance Company of Virginia: Not a 
lapsed policy in 8 weeks—Drowns, Alex- 
andria; not a lapsed policy in 7 weeks— 
Foese, Richmond; not a lapsed policy 
in 5 weeks—Courdis, Norfolk; not a 
lapsed policy in 4 weeks—White, New- 
port News; Sligh, Laurens. 





Correction of a Slight Error. 

A paragraph appearing in last week’s 
issue of the Eastern Underwriter stated 
that “the Dearborn, Chicago, district 
of the Metropolitan stood No. 1 in the 
Great Western section for ordinary busi- 
ness issued for the month of July.” 
This should have been qualified to read 
“per man,” which is the way Superin- 
tendent John Hunt gave it to us, but 
which we overlooked in penning the in- 
teresting item. We likewise erred in 
mentioning “Assistant Manager Spie- 
gel” when we knew full well that Mr. 
—* title is “assistant superintend- 
ent.” 








J. G. Walker, President 


T. Wm. Pemberton, 1st Vice-Pres. 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 2f vixen 


HOME OFFICE, RICHMOND, VIRGINIA 


The PIONEER Southern Industrial Life Insurance Company 
The OLDEST Southern Life Insurance Company 
The LARGEST Southern Life Insurance Company 
The Most Approved Forms of Life, Endowment and Industrial Policies Issued 
on Favorable Terms 
pFtdeciodsaerennsesesest OVER— $4,000,000 


shaupubeibegvbinsstaie OVER— $61,000,000 
Total Payments to Policyholders sinee Organization OVER—$8,500,000 


W. L. T. Rogerson, Secretary 








all under one policy. 


is the best. 


JoHN N. McEacuHmrn, President 
R. H. Dosss, First Vice-President 





Industrial Life and Health Insurance Company 
Home Office: 502-511 Austell Bidg., Atlanta, Ga. 


Insures men, women and children against loss by sickness, accident and death, 
Premiums, 5 cents to 50 cents per week. 
Organized 1891, enjoys seventeen years of unprecedented success; maintains 
seventy-five branch offices in Georgia, North Carolina, Alabama and Floridge 
Closed the year 1907 with marvelous results. To be fully appreciated, our policy 
contract must be compared with other companies, you being the judge of whieh 
We know the verdict will favor our contract. 


8. C. MoEacHEan, Second Vice-Pres. 
L. M. SHEFFIELD, Secretary 


METROPOLITAN 


Life Insurance Co. 


(Incorporated by the State of New York) 


“The Leading Industrial 
Insurance Company in 
America”’ 





AGENTS WANTED 


Any honest, capable and industri- 
OUs man, who is willing to begin at 
the bottom and acquire a eemplete 
knowledge of the details of the busi- 
ness by diligent study and practical 
experience, can, by demonstrating his 
capacity, establish his elaim te the 
highest position im the field. It is 
within his certain reagh: The opper- 
tunities for merited advaneement are 
unlimited. All needed emplasations 
will be furnished upon applieatien to 
the Company’s Superintendents in 
any of the prineipal eities, or te the 
Home Office, No. 1 Madison Avenue, 
New York City. 





‘¢ That the cost has been reduced, 
appeals directly to the intelligence 
and common sense of the people.”’ 


That’s the way PRUDENTIAL FIELD 
MANAGERS are talking about 





The NEW Low-Cost 
Life Insurance Polley 


of 


The Prudential 





We want Managers. 
We want your 


The Prudential Insurance Company of America 


insorporated as a Steck Company by the State of New Jersey. 
JOHN F. DRYDEN, President. 


Home Office, - - NEWARK, N, J. 





==> 


Pittsburgh Life & 


Trust Comp any 
Pittsburgh, Pa. 


W. C. BALDWIN, President 


Issues the best Life—Accident and H 
Policies on fee ane the: ealth 


POSITIVE INSURANCE POLICIES 
Say what they willdo - - Do what they say 
Solicitors of this Company have a broad 
eld of action 
CONTRACTS MADE DIRECT WITH THE COMPANY 
ENDORSED AT HOME 
ASSETS..... ...... over $4,500,000.0 


HOME OFFICE 


Pittsburgh Life Building, Pittsburgh, Pa. 

















JOHN C. PAIGE CO. 
INSURANCE 
G5 KILBY ST. BOSTON, MASS. 

















et ey | re ee er ee 








THE E 


ASTERN UNDERWRITER. 











September 24, 1908. 











THE EASTERN 
UNDERWRITER 





This newspaper is owned and pub- 
iished every Thursday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William street, New York City. B. 
F. Hadley, President; G. A. Watson, 
Secretary and Treasurer. The address 
of the officers is the office of this news- 
paper. Telephone 2497 John. 





Subscription Price, $3.00 a year; Sin- 
gle Copies, 15 cents. 





Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
Yerk, N. Y., under the Act of Congress 
ot March 3, 1879. 


THE ELEMENT OF UNCERTAINTY. 





The uncertainty of the future in the 
way of restrictions to life iasuraace 
companies is clearly recognized by the 
Aetna Life in its new seven-year con- 
vertible term policy. In the paragraph 
providing for conversioa it is stated 
that the policy may be exchaaged ‘for 
one upon the whole life or endowment 
plan, “or for such a policy now issued 
by said company, the issue of which 
is not then in violation of any law, etc.” 

The Aetna, in common with other 
companies, is having a little experience 
with State insurance departments re 
garding the legality of policy contracts 
just at the present time. Some forms 
drafted with considerable care, and de- 
signed to meet public demaads, are 
cast aside as being in violation of sta- 
tutes, and the company has no recourse 
whatever. Under such conditions, com- 
panies have to go rather careful in mak- 
ing promises, and the Aetna very judi- 
ciously adds the qualifying sentence 
“the issue of which is not then in viola- 
tion of any law.” 

While much good has been accomp- 
lished in some changes which have oc- 
curred in connection with life insurance 
during the past few years, there can 
be no denying the fact that the intro 
duction of the element of uncertainty 
into the business is decidedly detri- 
mental. With proper safeguards, com- 
panies can be best managed from their 
home offices; surely this is true as re- 
gards policy contracts. 





A SEPTEMBER TONIC. 





Elsewhere appears an article relative 
to the securing of life insurance aggre- 
gating $1,000,000 upon the lines of Frank 
T. Heffelfinger and Frederick B. Wells, 
president and vice-president respective- 


ly of F. H. Peavey & Co. of Minnze- 
apolis, said to be the owners of the 
largest grain elevator system in the 


world. Insurance amounting to $500,000 
was issued upon the lives of each. 
This most desirable plum was secur- 
ed by Warrea M. Horner, Minnesota 
general agent for the Provident Life 


& Trust. His company took the limit— 
$75,000—on each life aad the balance— 
$850,000—was placed in the Equitable 
Life of New York through W. J. Keat- 
ing, manager for Minnesota. 

There is not a life insurance field man 
in the country who can ot use this 
transaction to get business. It is a 
September tonic and should stimulate 
every solicitor in the business to greater 
activity, if such a thing is possible. 

Here is one of the most successful 
business corporations in the world which 
gives an unqualified endorsement as to 
the value of life insurance. Recognizing 
the importance of each of the above offi- 
cers as factors in the success of the 
enterprise engaged in, and realizing the 
uncertainty of the human life, the 
board of directors seeks the security 
that can be found only in life insurance. 
The hand of death cannot be averted, 
but the $500,000 which would be avail- 
able in case of the death of either the 
president or vice-president would neu- 
tralize any financial loss which might 
be sustained during possible tempo- 
rary embarrassment. In other words 
the directors would rather pay the aa- 
nual expense of the premiums required 
than take the large chances involved 
in being without protection. 

If Peavey & Co. feel the need of such 
protection the same applies to all busi- 
ness concerns, and to individuals with 
a family dependent upon them. What 
is wanted, is men of the Horner type 
to bring the subject home in a forceful 
manner. 





EXORBITANT TAXATION. 





So flagrant has become the unjust 
burdens imposed on insurance compa- 
nies by reason of municipal taxation in 
Alabama that Insurance Commissioner 
Julian of that State has addressed a 
letter to the mayor of each city calling 
attention thereto and endeavoring to en- 
list co-operation in bringing about 
proper reductions. 

It is pointed out that many excellent 
institutions remain out of the State be- 
cause of the system of taxation in vogue, 
and its consequent effect upon the ex- 
pense of conducting business. The pres- 
ent rates are as follows: State, annual 
license $101; certificate $10; publishing 
statement 10 per; agent’s license $3.50; 
1% per cent. on fire insurance premiums 
and 2 per cent. on life premiums. In ad- 
dition to these amounts privileges en- 
joyed by municipalities, if exercised, 
and they are in many instances, would 
require an annual tax of from $3,000 to 
$5,000. 

It hardly seems possible, but Commis- 
sioner Julian demonstrates that the av- 
erage company under the present sys- 
tem in vogue there, stands a chance of 
being penalized in taxation to the ex- 
tent of 9.3 per cent. of the income re- 
ceived. He points out that the method 
in vogue is particularly severe on smal- 
ler companies, and suggests at least a 
change from the flat fee to a percentage 
basis. 

Some credit should be given for a 
step which will afford even small relief, 
but it seems that the axe needs to be 
applied to the root in Alabama, It is a 
tax-ridden State. The penalty for trans- 
acting business within its borders is 
severe, and the legislators would do 
well to pay a little attention to the un- 
necessary expense thrust upon thrift, 
business prudence and good citizenship. 


INDUSTRIAL INSURANCE, 


(Continued from page 6.) 


The company I represent has 280,671 
policies with $33,218,513 of insurance in 
force; add to this the policies and in- 
surance in force in two Canadian com- 
panies at the close of 1907, 130,584 poli- 
cies, $15,060,790 of insurance, and we 
hace 411,255 policies for $48,279,303. 
Compare it to your population last cen- 
sus and you will see the percentage 
that it bears to the total. This has 
been accomplished in about twenty 


years. What will the next ten years 
show? We will see these figures 
doubled. 


In the next fifteen years I predict 
that it will equal the preceding thirty 
years, and the assets of the companies 
engaged in the business will increase 
in greater proportion. Why this gigan- 
tic stride? Because the masses must 
have insurance. They are in the major- 
ity; they want to protect their loved 
ones to the best of their ability; they 
want to independently care for their 
families when death visits their hum- 
ble homes. 

The greatest honor, which I am sure 
you loyal Britishers will appreciate, is 
contained in the fact that your late sov- 
ereign Her Majesty Queen Victoria, 
honored with a title the man who in 
England established Industrial insur- 
ance on a solid financial basis, thereby 
bestowing an everlasting good to her 
multitudes of laboring classes. I refer 
to Sir Henry Harben, president of the 
Prudential Assurance Company of Eng- 
land. 

While Canada as a country does not 
as yet offer the field for Industrial that 
the United Kingdom or the United 
States does, nevertheless its large 
cities, where the masses are in the 
majority demand protection. If Indus- 
trial insurance is not placed within 
their reach they drift into fraternal 
orderg that are unreliable and which 
last but a few years and pass out of 
existence. In every case of such orders 
failing the good name of insurance is 
injured, aS many class the fraternal 
orders with the old line companies. This 
danger, however, is lessened every day 
as the value of insurance is known, and 
to-day it is not only known, but appre- 
ciated in your country from Sydney to 
Vancouver. 


Rich Field for Development. 

The future is before us. From the 
very foundation of the business the pro- 
gress made indicates that the men en- 
gaged in this gigantic work have con- 
stantly kept their faces toward the ris- 
ing, not the setting of the sun. The 
past is gone, but the field will never be- 
come exhaustea. The following figures 
will demonstrate this clearly. When 
Industrial insurance was established in 
the United States its population was in 
round numbers forty-three millions; 
since that time the population has in- 
creased by forty millions. There was 
in force in December last year 18,833,- 
753 policies. This means that oniy 23 
per cent. of the estimated population of 
the United States is carrying Industrial 
policies, so that the growth of Industrial 
insurance is not even now keping pace 
with the growth in population. 

To illustrate more clearly the future 
growth let us get down to the percent- 
age of population insured in the three 
States where Industrial insurance was 
first established and most thoroughly 
worked. The leading State is New Jer- 
sey where there are eighty-one Indus- 
trial policies in force to every hundred 
of population. New York State, forty- 
nine to every hundred, and the State of 
Pennsylvania, twenty-six to every hun- 
dred of population. Compare this with 
the average for the country at large, 
which is twenty-three policies to every 
hundred people. I predict that the suc- 
ceeding fifteen years will show as great 
progress as has been shown since the 
inception of Industrial insurance. My 
estimate in the beginning of this paper 
was that 85 per cent. of our population 
required Industrial insurance, and this 


has been borne out to a large degree by 
the State of New Jersey, at the present 
time showing 81 per cent. It will soon 
reach the higher degree of 85 per cent. 

In your country of Canada there were 
411,255 policies in force on December 
31, 1907, only 7 per cent. of your popu- 
lation. In the next decade your per- 
centage of insured people in Industrial 
will, I believe, be threefold, and the 
sooner this is accomplished the better 
for all of us. This education in insur- 
ance will help you to close the contracts 
with young people as they advance 
from Industrial to Ordinary insurance. 
Your population is increasing daily, and 
a proportionate increase in Industrial 
insurance must follow as sure as night 
follows day. 

St. Paul’s Orphan Asylum, one of the 
largest institutions of its kind in our 
country, kept a record of the children 
admitted. Out of six thousand received 
at the orphanage in the last five years, 
the parents of not over a dozen carried 
life insurance. This is an argument in 
favor of the necessity of Industrial in- 
surance. It is within the reach of all 
who seek its protection. Public opinion 
declares the man who leaves his wife 
and children is a heartless scoundrel 
and is worse than an infidel if he al- 
lows them to suffer the miseries of 
hopeless poverty. 

Accepting the figures of this “Asylum, 
four hundred and ninety-nine out of 
each five hundred orphans sent there 
are the children of fathers who carried 
no insurance. If insurance had been 
carried there would have been, in all 
probability, only one out of every five 
hundred who would have to be cared 
for by charity. Large insurance cannot 
be carried by the poor man, but suffi- 
cient can be carried to provide for re- 
spectable burial and enough to support 
the family for a few months until plans 
for the future can be made, thus saving 
the children from the degrading thought 
of .a charitable institution. Unless 
death and the wolf come simultaneous- 
ly a way can be found to keep the 
family together where there are a few 
dollars in the home. 

Qualities Essential for Success. 

Men engaged in this beneficent busi- 
ness must love the work; be enthusi- 
astic; determined; diplomatic and 
democratic. Their dealings with the 
policyholders must be fair and square 
as well as with their company; they 
must win the respect and esteem of 
both. This being accomplished, suc- 
cess is assured by promotion and ex- 
tra remuneration. The love for their 
chosen profession must come when 
they review that past and see the 
homes that they bring comfort and 
happiness into, when the hour of trou- 
ble and trial approaches. Sickness and 
death bring expenses, and if they are 
the ones who have been instrumental 
in caring for them by inducing them to 
be insured or continue their insurance, 
placing a check in the hands of the 
beneficiaries when the sad hour of trou- 
ble has arrived, they can see a work 
of necessity done, and a great good ac- 
complished, for he who worketh for 
himself is an egotist, but he who work: 
eth for his neighbor is divine. 





Heavily Handicapped. 

In the contest for the presidency of 
the $100,000 Club of the Illinois Life for 
the year 1909-1910, M. B. Lockyer of 
Philadelphia, the retiring president, is 
handicapped $500,000, while Guy M. 
Withers, the new president, must pro- 
duce 250,000 before any business 
counts in the competition. 





“Talk With Tilles.” 

The man who made the above fa- 
mous—George Tilles—has taken up life 
insurance again as the Arkansas gen- 
eral agent of the Prudential—the com- 
pany that made the Rock of Gibraltar 
famous. Good combination; both clever 
exponents of the art of advertising. 





Clarence A. Krouse and Company, of 
Philadelphia, have been given the 


agency of the Hudson Underwriters for 
the Pennsylvania counties of Chester, 
Delaware, Montgomery and Bucks. 
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TALKING INDEPENDENT ASSN. 





Suggestion That State Be Withdrawn 
From Middie Department and Sepa- 
rate Organization Formed. 





Talk of withdrawing N2w Jersey from 
the jurisdiction of the Underwriters As 
sociation of the Middle Department, and 
creating a distinct organization for its 
goverament, which was current a year 
or two ago, is being revived in man- 
agerial circles, and while the suggestion 
has not yet obtained sufficient adherents 
as to make action probable at this time, 
there is no disputing the fact that the 
idea is steadily growing in favor, and 
the proposition will form the topic of 
earnest debate in the not distant future. 

New Jersey is an important territory 
from a fire underwriting as well as 
from a commercial standpoint, and its 
business is rapidy developing, particu- 
larly in the Northern counties. Last 
year the cash fire insurance premiums 
collected from the field aggregated $9,- 
206,547, as against $8,443,352 gleaned in 
1906. 

The Philadelphia Suburban Associa- 
tion takes charge of Camden county, but 
the balance of the State, outside the 
city of Newark, is controlled by the 
Middle Department Association. 

Advocates of the separate organiza- 
tion idea contend that the majority 
members of the Middle Department As 
sociation do not travel New Jersey and 
hence are indifferent to legislation con- 
cerning it alone; with the result that 
measures looking to its welfare are diffi- 
cult of enactment, and even when adopt- 
ed are not enforced with the desired 
rigidity. 

If the State were given a separate 
form of governmeat, those favoring 
such a plan argue, it would be possible 
to check the inroads into the Northern 
New Jersey business now made by the 
omnipresent and voracious New York 
brokers. 





AN EASY MARK. 





British Bushwhacker Beautifully Stung 
on Risk at Edgemere, L. I. 





Underwriters are tickled not a little 
at the easy manner in which a small 
British company,. notorious for its 
bushwhacking propensities in the New 
York suburban field, was stung recently 
on a risk at Edgemere, Long Island, 

The risk was a _ boarding house 
with accomodations for about fifty room- 
ers, the minimum rate on the property 
being one-and-a-half per cent. per 
annum. 

So eager was the company in question 
for premiums that it wrote the business 
at forty cents for three years, accept- 
ing the risk as a dwelling, “with privi- 
lege to keep boarders,” and issuing its 
policy thereon for $2,500. 

The “dwelling” burned a few days 
ago, and the rate cutting concern in- 
suring it must now pay a total loss. 





A Task for the Local Agénts. 





Everywhere I go, local agents are dis- 
cussing commissions. It is a rare thing, 
however, to find as many as two agents 
in one town who fully agree with each 
other as to what the companies should 
do for them. Touching the commission 
question from a viewpoint not general- 
ly considered, a veteran agent said: 
“Do you know, I believe the first work 
the local agents can do in their own 
behalf, with any certainty of ultimate 
success, is to get into politics and fight 
the taxation proposition until the com- 
panies are treated on a parity with 
other business institutions. Insurance 





5 per cent., or about 3 per cent. higher 
than in any other section of the coun- 
try, and it is a serious handicap to any- 
thing the agents may desire in the 
way of increased compensation. Then, 
there is another thing they could do, 
and that is to be more prompt in mak- 
ing their settlements with the compa- 
nies. In order to enforce quick collec- 
tions they should bring about the or- 
ganization of fire insurance clearing 
houses in every town of any conse- 
quence. It is an admitted fact that the 
cost of collecting premiums, under the 
present conditions, falls on the com- 
panies to the tune of about 3 per cent. 
Add this to the 5 per cent. taken from 
them in state and municipal taxes, to- 
gether with the regular commission to 
agents and you have 23 per cent. the 
companies are now paying for business 
in the Southern states. Now, if we 
can get the taxes reduced to the mini- 
mum, and cut out the unnecessary 3 
per cent. charge on account of collec- 
tions, I believe the companies would 
glady give us 15 and 5. Maybe more.” 
—“The Rambler” in Insurance Herald. 





UNDERWRITERS OF NORTHWEST. 





Interesting Programme For Thirty-Ninth 
Annual Meeting—Principal Address 
By E. G. Richards. 





The programme for the thirty-ninth 
annual meeting of the Fire Underwrit- 
ers Association of the Northwest, to be 
held at the Auditorium Hotel, Chicago, 
October 7 and 8, indicates that it will, 
as usual be an interesting affair. The 
schedule arranged is as follows: 


First Day. 
OPENING SESSION, 9.30 A. M. 

Reports of officers, reports of standing 
committees, election of new members, 
president's address. 

Annual address, E. G. Richards, New 
York City, United States manager, 
North British and Mercantile Insurance 
Company. 

AFTERNOON SESSION, 2.30 P. M. 

‘“‘Harmony—A Message to Field Men,” 
Lewis F. Daniel, Minneapolis, Minn., 
special agent Queen Insurance Co., of 
New York. 

“Community of Interest between Com- 
pany and Local Agent,” E. W. Beards- 
ley, Hartford, Conn., local underwriter 
and president of the National Associa- 
tion of Local Fire Insurance Agents. 

“Educational Responsibility in Under- 
writing,’ O. E. Lane, Denver, Colo., 
state agent Scottish Union and National 
Insurance Co. 

“Schedule Rating and Field Condi- 
tions,” C. H. Patton, Cleveland, Ohio, 
publisher of Fire Insurance Estimates 
and Surveys. 

Second Day. 

MORNING SESSION, 9.30 A. M. 

“Individualism in Fire Insurance,” 
Raynolds Barnum, Kansas City, Mo. 
state agent Agricultural Insurance Com- 
pany. 

“The Panama Canal,” Hon. James A. 
Tawney, Winona, Minnesota, chairman 
committee on appropriations, National 
House of Representatives. 

“The New Gospel of Publicity,” W. N. 
Johnson, Erie, Pa., assistant general 
agent Insurance Company of North Am- 
erica and Philadelphia Underwriters. 

AFTERNOON SESSION, 2.30 P. M. 


“The Relation of Insurance Companies 
to Architects,” Dwight H. Perkins. 
Chicago, Ill., president Illinois Chapter, 
American Institute of Architects. 

“Evolution,” George H. Batchelder. 
Chicago, Ill., assistant manager Dela- 
ware, Reliance and Rochester German 
Insurance Companies. 

Reports of special committees, zgen- 
eral discussion, election of officers for 
the ensuing year. 


THE OTHER SIDE GIVEN. 





Philadelphia Agent Enlightens Trades 
League Members About Insurance 
Affairs. 





Addressing Charles M. Biddle, chair- 
man of the Insurance Committee of the 
Trades League, Charles E. Heath, an 
agent and broker of the Quaker City, 
takeg vigorous exception to the report 
recently presented by the committee, 
and at the same time deals out a few 
plain truths concerning underwriting 
affairs. He says: 

“As a member of your organization, 
also as an insurance broker and agent, 
I wish to protest against the report 
made by your insurance committee. 
Referring to that part bearing upon the 
question of brokerage commissions paid 
by the companies; the report states 
that 25 years ago the insurance com- 
panies transacted their business direct 
with the policyholders, and in dealing 
with a broker paid a commission not 
exceeding 10 per cent. I have been in 
the business longer than the time stat- 
ed, and wish to contradict this point, as 
it is incorrect. The report of your 
committee is also misleading, as it does 
not state, that the commission of 25 
per cent was then, and is now, paid on 
preferred business only, such as dwel- 
lings, stores and dwellings and their 
contents, which is, in comparison to 
the amount of premium received for 
other classes of business, only a small 
percentage of the total receipts. 

Must Guard Against Loss. 

“The report apparently intends to 
convey the impression that the receipts 
over and above the amount paid for 
losses, is used to pay expenses, commis- 
sions and dividends. It does not men- 
tion the fact that all companies must 
abide by the law in reference to reserv 
ing a portion of every premium receiv- 
ed as a re-insurance reserve for the pro- 
tection of their policyholders, also the 
passing of a certain amount of profit 
to the surplus fund, so as to give the 
company a sufficient amount of assets 
to take care of excessive losses and con- 
flagrations, and of late years we have 
had several which are, no doubt, still 
fresh in the minds of the public, show- 
ing the importance and necessity of this 
surplus and reserve fund to take care 
of the companys’ liability, and it has 
very forcibly illustrated to those hav- 
ing a knowledge of the business, the 
advisability of placing their insurance 
in the strongest companies they can 
obtain. 

“The conflagration and excessive 
losses of late years have made quite a 
change in the methods of doing busi- 
ness by the various companies, and it 
has become a serious problem as to 
what action should be taken in case 
these abnormal losses continue. Dur- 
ing the last 12 years 274 fire insurance 
companies were admitted to Pennsyl- 
vania, out of which there were only 97 
companies continuously in business in 
this state during that period, the rest 
having reinsured, retired, failed, or 
merged with other companies. This 
does not indicate that the profits of the 
business are so abnormally large as 
your committee would have one believe, 
or that it is an easy matter to run an 
insurance company successfully at a 
low ratio of expense.” 

Mr. Heath says that there should be 
laws regulating the brokerage business, 
so that the experiences and ability of 
an insurance broker can be assured be- 
fore he receives his license. Mr. Heath 
continues: 

“The report states that insurance be. 
ing a necessity, would be purchased if 
there was no middleman or broker, 
meaning that it would be purchased di- 
rect from the companies. There is 
nothing at the present time either in 
the laws or conditions of conducting 
the business that prevents the assured 


from getting his business direct from 
the company, so I would like to ask 
your committeg why the business is 
not done direct. It is because the as- 
sured realizes the importance and ne- 
cessity of the service and protection to 
be secured through an experienced 
broker. 

“The reliable and experienced broker 
fully earns al] his commissions; and 
the policyholders are benefitted beyond 
the mere convenience of his handling 
the business, as the report states, be- 
cause they get the advantage of his 
experience and ability in the shape of 
correct forms, lowest rates, and all the 
advantages and privileges to which the 
assured are entitled with the best class 
of companies. 

Agency Value Defended. 

“According to the report the commit- 
tee finds great fault with the expense 
to the companies in getting business, 
and if I interpret it rightly would be 
in favor of abolishing the agent and 
broker altogether simply because the 
business in Philadelphia has been made 
profitable to the companies. The com- 
mittee has certainly taken a narrow 
view of the subject, and seems to over- 
look the fact that insurance is based 
on the law of average, the losses in one 
section being taken care of by the 
profits from another. If the companies 
operated at a loss all over the country 
how could they exist. It would certain- 
ly be a short-sighted policy on the part 
of the companies to reduce rates where- 
ever they make a profit, as that section 
might show a loss the next year. If 
the companies abolish their agency sys- 
tems, how are they to get business in 
other than the locality of their home 
office? Certainly, the local business 
which they might get would be suffi- 
cient to maintain them. On the other 
hand, how could the merchants in 
places where they have no local com- 
panies get insurance? The same ar- 
gument might be used in regard to the 
selling of goods through traveling sales- 
men. The companies are not paying 
more to get business than they are 
compelled to, but there is competition, 
as in any other business, and present 
conditions are simply the natural] result 
of the growth and increase of the busi- 
ness. Even at the present time the 
largest insurers in the congested dis- 
tricts of the large cities have trouble 
in procuring all the insurance they de- 
sire in first-class companies. 

“It seems to me that there is a tend- 
ency on the part of your insurance com- 
mittee to hold meetings, adopt resolu- 
tions, in many cases entirely foreign to 
the subject or wholly impractical, and 
then rush into newspaper notoriety. As 
a member of your organization, I wish 
to protest against the reflection cast 
upon my line of business, as the blame 
has never yet been laid at the door 
to which it belongs. If your organiza- 
tion, as a body, would take the proper 
course, there is no doubt in my mind 
but that the result would be satisfac- 
tory. However, holding meetings, find- 
ing fault with the insurance rates and 
business in general, and making re- 
ports will not bring the desired results. 
I may be severe in my criticism, but I 
believe it is justifiable when you take 
into consideration the fact that none 
of the members of your insurance com- 
mittee are experienced in the insurance 
business. Hence they are not in a posi- 
tion to criticise methods and necessi- 
ties. I do not think it is proper to 
blame everything on the broker and 
agent. 

“In conclusion I would say, that the 
efforts of this organization toward im- 
proving existing conditions of the fire 
insurance business for the benefit of 
the insuring public would be productive 
of better results, and be considered 
seriously by those you aim to help if 
there was more consistency shown on 
the part of some of the members and 
representatives of the organization. 

“I would furthermore state that a re 

(Continued on page i0.) 
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NEEDS STRENGTHENING. 





Suburban Fire Insurance Exchange 
Agreement Being Violated 
by Brokers. 





While local agents throughout the 
territory of the Suburban Fire Insurance 
Exchange as a rule, are strictly observ- 
ing the tariffs and regulations of the 
organization, and find profit and general 
satisfaction in so doing, the same can- 
not be said of the wily brokers. AS a 
consequence, the loyal companies find 
their once extensive home office sub- 
urban business swept clean off their 
books, to the profit of the piratical 
British company that is so actively for- 
aging outside the breast-works, and.the 
trailers that follow in its course. That 
the association companies will long con- 
sent to lose business in this fashion, is 
out of the question, though just how 
the situation will be met has not yet 
been determined. One agency firm that 
essayed to ride both association and 
non-association companies, was brought 
up with a round turn, aad like action 
will have to be taken apparently in 
other directions. 





FIRE ALARM SYSTEM OBSOLETE. 





Report of Commissioner of Accounts 
Sustains Statements Made by Board 
of Underwriters. 


The report of the Commissioner of 
Accounts, dealing with conditions in 
the New York City fire department, con- 
demns the present fire alarm system as 
obsolete and a menace to the city and 
recommends that it be replaced by thor- 
oughly modern apparatus. The estimat- 
ed cost of the proposed new alarm sys- 
tem is $2,580,000. The danger that the 
city’s fire alarm system might be en- 
tirely put out of commission jn event of 
a fire or other serious mishap at fire 
headquarters, where the main or central 
office is located, is pointed out in the 
report. In addition to recommending an 
up-to-date alarm system, the commis- 
sioner, to obviate the danger at head- 
quarters, suggests that the central alarm 
station be installed in the southern part 
of Central Park, or, if that should prove 
objectionable, in the neighborhood of 
Fifty-ninth street. 





TROUBLE OVER VACANCY PERMIT. 





Executive Committee of New England 
Exchange Asked to Make 
Investigation. 





Trouble is on in the east in connec- 
tion with the permit to cease rule. For 
many years it has been the rule of the 
New England Insurance Exchange not 
to permit unlimited privilege for idle- 
ness or suspension of operations in 
manufacturing plants, with certain ex- 
cettions, including sprinklered risks. It 
is said that by reason of the enforce- 
ment of this rule by the companies, 
there have been very few attempts to 
evade it, but during the past year a num- 
ber of instances have come to the notice 
of companies, particularly in policies 
written by Boston agents, where unlimit- 
ed permission to cease operations has 
been granted. The matter has been call- 








ed to the attention of the Boston Ex- 
chanze by the executive committee of 
the New England Exchange, and the 
companies also have been asked to co- 
operate for a strict enforcement of the 
rule. 
Wedding Bells. 
Within the past week an additional 


force of carriers has been attached to 
the Newark, N. J., postoffice, their need 
being occasioned by the number of con- 
gratulatory messages that were being 
sent John Tenny, Jr., of that city, the 
clever New Jersey special agent of the 
Royal, upon his approaching marriage 
to a charming Cincinnati belle. The 


bride-to-be, is Miss Virginia Rust, daugh- 
ter 


of Mr. and Mrs. James Wilkins 


—— 
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Iredell, of Avondale, Cincinnati. The 
happy event is scheduled to take place 
on October 6th, and if one-half of Mr. 
Tenny’s friends could be present at the 
time Cincinnati’s population would be 
doubled. 





GET STILL ANOTHER. 





Whilden and Hancock Appointed New 
York State Agents for German 
Union Fire of Baltimore. 





Attracted by the record that Whilden 
and Hancock of this city have made 
for the companies in their office, the 
German Union Fire of Baltimore, has 
appointed the firm its general ageats 
for New York State outside the Metro- 
politan District, in which latter field it 
is represented by Newman and Mac- 
Bain. 

Beginning business less than two 
years ago the German Union has pres- 
ent assets of about $350,000, and policy- 
holders surplus of approximately $280,- 
000. Herman Knollenberg is its presi- 
dent, the other officers being: W. E. 
Fowler, vice-president; Oscar Bitter, 
secretary, and Francis Schleunes, Jr., 
treasurer. 

At present the company has about 
30 agencies throughout the Empire 
State. It is the purpose of the new 
general agents to materially increase 
this number, once they assume the con- 
nection, which will be October first. 

Aside from the German Union Whil- 
den and Hancock now handle for im- 
portant territory the Austin and Com- 
monwealth Insurance companies, of 
Texas; the Florida Home, of Mariana; 
National American of Chicago, and the 
Walla Walla of Washington. In the 
suburban field they are agents for the 
popular Philadelphia Underwriters. 





Delégates to Grand Lodge. 





At a recent meeting of the New Jer- 
sey pond of the noble order of the Blue 
Goose, Messrs. George Clark, J. H. 
Westervelt and Charles E. Enderly, 
were named as delegates to attend the 
grand lodge meeting in Chicago early 
in November. 





John G. Kase, who a short time ago 
accepted the office management in the 
Eastern department of the California 
Fire, under Manager Sturtevant, is un- 
usually well known to the underwrit- 
ing fraternity of the Quaker City. Fol- 
lowing eight years service with the 
American Fire, of Philadelphia, Mr. 
Kase opened a brokerage office in his 
home city, continuing steadfastly to de- 
velope an independent business, which 
he was persuaded to leave to associate 
with Mr. Sturtevant. 





Through a reapportionment of the 
office work the Philadelphia Fire Un- 
derwriters Association has been able to 
dispense with the services of a number 
of employes, very materially reducing 
the running expenses of the organiza- 
tion thereby. 





Eliel and Loeb have been given the 
Cook county agency for the Citizens 
Fire, of West Virginia, which company 
has newly been admitted to Illinois. 
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LOCAL AGENTS INDIGNANT. 





Recent Placing of Fairbanks, Morse Co, 
Million Dollar Floater With 
London Lloyds. 





It turns out that Johnson & Higgins 
of this city did not capture the big mil- 
lion dollar floater in London Lloyds for 
Fairbanks, Morse & Co., the railway sup- 
ply people. It was placed by Frank R. 
Thompson, the surplus line broker of 
Chicago. Heavy cancellations have re- 
sulted and local agents in all parts of 
the country where the concern has 
property, are stirred up as it shows the 
pernicious activity of London Lloyds. 





SOME WHOLESOME TRUTHS. 





(Continued from Page 9.) 

cent publication stated that more than 
400 members of the Trades League had 
subscribed to stock in a new company 
which is intended to be operated under 
the same rules and regulations as the 
Philadelphia Fire Underwriters Asso- 
ciation, to which your organization is 
opposed.” 





After six weeks confinement to the 
house as the result of an accident suf- 
fered while batuing at Belmar, N. J., 
James F. Ifill, the popular young Phila- 
delphia agent is again at his desk. 





Arnold & Wannemacher, agents of 


Philadelphia, transact a desirable gen- 
eral business, the major portion of 
which they control direct. The firm 
specializes in theatrical risks, of which 
it controls a number. It has long been 
a profitable office, 
usually so this year. 





E. P. Wise, for seventeen years in 
the Western field, first with the Phenix 
of Brooklyn, and later with the Agri- 
cultural, died at his Chicago home last 
Thursday. He had been ill for over 
two years, the result of a nervous break- 
down. 





The seal of approval has been placed 


upon the fire extinguisher manufactured 
by the Walter R. Johnston Manufactur- 
ing Company, of New York, by the Fed- 
eral Government’s Board of Supervising 
Inspectors. 





Percy Deitrich, for years assistant 
counterman with W. L. Perrin’s Brook- 
lyn agency, has connected with the H 
A. Griffin office of the same city, as 
New York solicitor. 





Robert McConnell succeeds John H. 
Croft retired, as London, England, sec- 
retary of the Royal. 





MONONGAHELA 


INSURANCE COMPANY 
of Pittsburg, Pa. 
Incorporated 1864. 
R H. Gilliffurd, President. 
JohnH, Claney, V.-Pres. & Treas. 
W. K, Reifsnyder, Secretary. 








Established 1836. 


Richmond Ins. Co. of New York 


Assets...... 


Surplus to Polieyholders...... $246,042.94 


JOHN E. KING, GENERAL AGENT, 


95 WILLIAM STREET, 


NEW YORK 





ORGANIZED 1865. 


Virginia State Insurance Co., -°f Richmond 


ASSETS 


GEO. L, CHRIGTIAN, Pres. 


sete eee eees 





++eeeeee+ + $887,903.00 
317,975.00 


ROBERT LECKY, Jr., V. Pros. & Secy 


and has been un- 





GERMANIA 


FIRE INSURANCE COMPANY, 
NEW YORE. 


ORGANIZED 1858. 


Cash Capital ...... $1,000,000.00 
Ds piaek vib dd mies 5,185,649.51 
Net Surplus........ 949,260.90 


HEAD OFFIOE: 
Oor. William and Cedar Streets. 





Samuel Gans Leopold Gans 
President Vice-Pres. & Gen’| Mer. 


Samuel Gans Co. 


186-188 Wooster St., N. Y. 


New York Chicago Atlanta 


RENOVATORS OF FIRE AND 
MARINE SALVAGES 


Telephone 580 Spring 


Stocks handled at lowest. percentage con- 
sistant with proper results, accompanied 
always with Cash Guarantee. Our methods 
fortify adjusters in advance of closing loss. 

Always telegraph or telephone at our 
expense. 

Expert advice cheerfully given. 

EDWIN W. WILE, Resident Manager. 
Home Office, Chicago, 207-209 E. Madison St. 





HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 
63 William St., New York 





Excess Lines handled 
Good connections at Lloyds, 
Correspondents solicited. 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 


FIRE AND MARINE 


UNITED STATES BRANCH 
January 1, 1908. 


anywhere. 
London. 








MGS oc ons teh eneteehccate $2,313,222 
Ee eee eee 584,137 
HON. GEO. A COX, 
President. 
W. R. BROCK, 
Vice-President 


W. B. MEIKLE, General Manager. 


EDWARD CLUFF 
54 MAIDEN LANE 
New York City 


Surplus _ Line 
INSURANCE 
iisila ate @nly 


Freeholders Ins. Ce., Tepeka, Kans. 
Travelers Fire Ins. @e., of Pine Bluff, 
Ask “ 


Federal Liyeds, ef Ghicage, Bt. 
see Reports of These Cempanies, 
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DEVELOPMENTS IN FIRE PROTECTION DEVICES 





GORHAM DANA IN THE TECHNOLOGY QUARTERLY 


The importance of fire protection en- 
gineering is perhaps best realized when 
we consider the annual fire waste of 
the country. In 1875 this was about 
$78,000,000; in 1885, $102,000,000; 1895, 
$142,000,000; 1905, $165,000,000; 1906 
(the year of the San Francisco earth- 
quake), $500,000,000. The figures for 
1907 are estimated at $180,000,000, 
which is perhaps a fair average for the 
last few years. 

America stands first in the list of 
countries in the amount of property an- 
nually destroyed by the fire fiend, and 
it is natural, therefore, we should stand 
first in the modern crusade against this 
destructive element. Figures showing 
the amount of money annually spent for 
this purpose would be extremely inter- 
esting, but they are difficult to obtain. 
They would include the cost of main- 
taining fire departments in all cities 
and towns; the cost of enforcing build- 
ing laws, maintaining fire marshall de- 
partments, equipping and maintaining 
testing laboratories; the expense of in- 
surance companies, with their numer- 
ous ramifications of inspection bureaus, 
rating organizations, etc.; part of the 
expense of ordinary water works sys- 
tems; and lastly, the cost of equipping 
buildings with modern fire appliances. 

First of all it should be realized that 
this fire waste constitutes an absolute 
destruction of property, $180,000,000 
worth of property completely wiped out 
of existence every year. 

It is often said that insurance com- 
panies pay the loss, if happily the loser 
is fully insured; but it is not always 
realized that insurance companies sim- 
ply distribute the loss among many per- 
sons, but do not really pay it. They are 
nothing but banking institutions, re- 
ceiving money from many and distrib- 
uting it among a few. You and I, and 
every one who insures, are really the 
ones who pay the losses. 

With this stupendous and constantly 
growing ash heap threatening our prog- 
ress, it behooves every citizen to make 
himself familiar with the conditions 
and do his part toward improvement. 
No one would claim that the conditions 
cannot be improved, but few are suffi- 
ciently versed to know just what should 
be done. It is here that science is ap- 
pealed to, as in so many of the practi- 
cal problems, for a solution of the diffi- 
culty. 

Not Keeping Pace With 
Methods. 

Modern fire fighting appliances, as 
used by fire departments, have already 
reached a high state of usefulness, but 
they are certainly not keeping pace 


Building 








VIRGINIA 
AGENTS WANTED 


NORFOLK FIRE 


Insurance Corporation 
NORFOLK, VA. 


NORTH CAROLINA 
MARYLAND NEW JERSEY 
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SURPLUS LINES 


Tam prepared to consider applications 
on desirable surplus line risks and 
reinsurance in any of the Eastern 
States for the United American Fire 
Insurance Company of Milwaukee. 


ALL LOSES ADJUSTED AND PAID 
PROMPTLY FROM THIS OFFICE 


A. M. WALDRON, Eastern Gen. Agent 
Waldron Building 
426 Walnut Street - Philadelphia 




















with modern building construction. The 


recent fire in the Parker building, in 
New York, is an excellent illustration 
of this fact. Here was a building 


of modern fire-resisting construction, 
twelve stories in height, located in the 
heart of the city. lt was built for an 
office building but used as a printing 
establishment, and contained a large 
amount of combustible material. While 
this, no doubt, had something to do 
with the heavy loss, still the fact re- 


-mains that after the fire had gained 


headway the firemen were powerless 
to cope with it, and it practically burnt 
itself out. Hose streams were utterly 
useless above the eighth story, and still 
this was in the heart of the largest city 
in the country, where the fire depart- 
ment is supposed to be second to none. 
With this condition of affairs in a 
twelve-story building, what are we to 
expect in the twenty, thirty, and forty- 
two story buildings of our large cities? 
It is only a matter of getting enough 
combustible material into these build- 
ings at a high elevation, and enough of 
these buildings close together, and the 
conditions are ripe for an aerial confla- 
gration where the modern fire depart- 
ment would be as helpless as in at- 
tempting to quench an eruption of 
Vesuvius. 
The Fire Protection Engineer. 

Under such conditions the fire protec- 
tion engineer is sought for advice. He 
is the product of the last quarter cen- 
tury, but his work is no less important 
than that of the older branches of engi- 
neering. Nearly all of the technical 
schools are turning out men to enter 
this profession, and their numbers are 
constantly increasing. In the city of 
Boston alone there are probably over 
one hundred such engineers. A fire pro- 
tection engineer is usually found in the 
employ of the insurance interests, for 
insurance companies have long since 
found it necessary to devote their at- 
tention to the lessening of fires. While 
they can adjust rates to cover any con- 
ditions, it is clearly for their interests 
in the long run, as well as that of the 
community at large, that the fire losses 
should be kept as small as possible. 
Their work may be briefly summed up 
as follows: 

First, the investigation of methods of 
preventing fires; second, devising and 
supervising means of extinguishing 
them with as little loss as possible. The 
method of preventing fires we will not 
deal with at length. Suffice it to say 
that it is done by constant inspection 
of existing conditions, study of fires as 
they occur, and an effort to eliminate 
such conditions as favor the starting of 
fires. 

Coming to the second point, the du- 
ties of the insurance engineer are prin- 
cipally along the lines of private fire 
protection, for it is believed that by get- 
ting improvements in individual plants, 
thus lessening the chance of a fire of 
large proportions, more can be accom- 
plished than by endeavoring to produce 
appliances that will extinguish confla- 
grations. A fire in its incipiency is al 
ways easily extinguished, and by the 
aid of appliances that will give prompt 
alarm or bring the extinguishing agent 
into quickest use the greatest hope lies 
It is perfectly possible to prevent such 
conflagrations as that in Baltimore, 
with its $50,000,000 loss, and the one in 
San Francisco, with its loss of $350,- 
000,000, if the public would co-operate 
with the fire protection engineer. The 
remedy may be expensive, but it is cer- 
tainly worth the money it costs. 





Vice-President and Secretary J. F. 
Flowers of the Scottish Fire, of Fay- 
etteville, N. C., advises that the propo- 
sition to increase the capital of the com- 
pany to $200,000, has not yet been de- 
termined upon, and that no conclusion 
in the matter would be reached before 
the annual stockholders meeting in 
January. 
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PEOPLES NATIONAL FIRE. 





Stock of the New Philadelphia Company 
Advanced $5 Per Share. 
$1,400,000 Already Placed. 





Shareholders of the Peoples National 
Fire of Philadelphia, under late date 
were advised by President Louis S. 
Amonson that: 

“At a meeting of your Board of Di- 
rectors, held on Thursday, September 
8rd, the following resolution was unan- 
imously adopted: 

“Resolved, that subscriptions to the 
Stock of the Peoples National Fire In- 
surance Company on the basis of $50.00 
per share (except the amount reserved 


on options by our present stockholders) | 
shall cease on October 10th, and no new | 


subscriptions shall be received after 
that date except at Fifty-five Dollars 
($55.00) per share, payable in eleven 
equal monthly installments of Five Dol- 
lars ($5.00) each. 


“This first advance in the price of our | 
mild 


stock is a recognition—in a very 
form—of the enormous advance -in the 


earning capacity of the Company, and| 
the growing revenue from our invest-| 


ments. The backing of over two thou- 


sand business men,paying or controlling | 
in premiums annual- | 
revenue, | 


nearly $1,000,000, 
ly, presents an immediate 
which will, of itself, furnish a royal in- 
come. 
of our prospective business. 

“We propose to make this Company 
thoroughly national. We are already 
represented in 147 cities, with bankers, 
merchants and manufacturers as stock- 


holders, and from more than 1200 cities 
and towns experienced insurance un- 
derwriters are prepared to pour a large 


stream of premiums into our treasury. 
In fact, our great difficulty has been to 


keep our shareholders and agents in 
check until we are fully equipped to 
handle the enormous business they 


(Continued on Page 12.) 





[IAINTAINING as we do a perfect 

organization of trained insurance 
engineers and skilled assistants 
branches lifts ovr producing 


in all 


of the customary methods. jy Each 


brokers’ account receives individual atten- | 


tion. wg Your policies are delivered 


capacity | 
above and beyond the narrow restrictions | 
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Yet even this is only a portion | 
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| Commercial Union Assurance Company 


(Limited) 
OF LONDON. 
PINE AND WILLIAM §7S., NEW YORK CITY 








1853 1908 
FIFTY-FIFTH YEAR. 


FARMERS’ 
FIRE INSURANCE 
COMPANY 





promptly and correctly. » Your interests | 


are protected at every step. w Persistent 


and continuous 


to deal with us. 
of your business. 


FRED S. JAMES & CO. 


AGENTS 


w& We solicit a share 


84 William Street, New York) 


practice has made it/| 
possible. y@ It will afford you satisfaction , 


YORK, PENNSYLVANIA. 


CCT ETT Eee . .$1,106,279 


weaede $488,712 


W.H. MIER, President 
E. K. McCONKEY, 
Secretary and Treasurer 
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FIRE ASSOCIATION 


Office: 
Organized 1817 


E. ©. Irwin, Pres. 


Company’s Building, 407-409 Walnut St. 
Incorporated 1820. 
Cash Capital, $500,000. Assets, $7,301,261.56, 
. ee 
M. G. Garricues, Sec. and Treas. 
R.N. Kelly, Jr., Asst. Sec. and Treas. 


or 
PHILADELPHIA ¥F A. 





Charter Pepetual. 


Conderman, Vice-Pres, 


1817 





WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 
ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 


MICHIGAN COMMERC 


IAL INSURANCE CO., of Mich. 


PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE OO., of Onio, 
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AMERICAN | SYSTEM or ‘FIRE UNDERWRITING. 


= 
By J. F. Van Riper, Secretary American Branch Norwich Union Fire Insurance | 
——— 


In the United States, where, in addi- 
tion to the Federal Government, there 
are forty-six states and three territor- 
ies (exclusive of insular possessions) 
all with separate and independent laws, 
and where the matter of differentiation 
between Federal control and state’s 
rights is sometimes as perplexing a 
question as that of predestination and 
free-will, the requirements of business 
are necessarily complicated. Further- 
more American commercial life, prob- 
ably taking its cue originally from the 
“Factor” of old English trade, has 
grown up entirely around the principle 
of the “middleman” until, in some lines, 
the final transaction, like the cousin of 
old, may be twice or thrice-removed. 
In insurance this individual is known 
in some cases as the broker, in others 
as the agent, and not infrequently both 
play a part in the placing of large and 
important lines. This element neces- 
sarily adds a further complication, 
where the business is fundamentally 
one of contract, as it is with the fire 
business. 

The first thing confronting a company 
planning to do a business throughout 
the States when pulling at the latch 
string for admission, is an invitation to 
come in and enjoy our hospitality “for 
a consideration”’—a sort of “come and 
spend the day, but bring your luncheoa”’ 
propositioa; this usually takes the form 
of a demand for a copy of charter, finan- 
cial statement, franchise tax, sometimes 
affidavits of “good behavior,” such as 
pledges to deal only through agents resi 
dent in the state, or to avoid trusts or 
combinations. For the filing of charter 
and statement fees are exacted as for 
certificates of authority for the company 
and its agents to do business, 

In some of the states deposits of se 
curities, as a guarantee of protection to 
policyholders, are required of foreiga 
companies, New York requiring $200,000, 
Ohio $100,000, Oregon $50,000, Virginia 
an amount based on percentage of capi- 
tal, Georgia $10,000, and New Mexico 
$10,000. Other states, such as Illinois, 
Missouri and Wisconsin requir2 that 
companies shall have deposits either 
with them or with the officials of other 
states, prescribing in each instance the 
amount and character of the securities 
requisite. 

Some Further Requirements. 

The preliminary conditions haviag 
been met the states then exact at the 
expiration of each year a statement 
showing the year’s operations and the 
company’s financial condition on the 
3lst day of December. This statement 
calls for detailed returns of income and 
expenditures, assets and liabilities, 
schedules of stocks and bonds owned, 
and much other information involving 
a compilation of great masses of figures. 
They also exact a tax upon premium in- 
come as a contribution toward the main- 
tenance of government from which the 
company receives its legal ‘‘citizenship” 
and protection. The condition of licens- 
es and taxation also extends to cities 
and towns, many of which exact a con- 
tribution in this form for the privilege 
of operating within their jurisdiction. 


The principle of state control is one 
which is in no sense a respecter of per- 
sons, since with the exception of the 


deposit requirements, these laws apply 
to all companies alike; those domiciled 
in other states as well as those domi- 
ciled ia foreign countries sharing equal- 
ly in the application of the laws; in 
fact, most of states have in their 
statutes what is known as a reciprocal 


the 
! 


section, but which might, with equal 
propriety, be called the “Tit-for-tat” 
statute, providing that if the laws of 
any other state exact taxes or penalties 
against the companies of that state, 


then like taxes and penalties shall apply 
to the companies of such other atate. 


It is only recently that the commis- 
sioner of New York, by the reduction 
in fees charged for agents’ licenses to 
companies of other states, forced from 
Indiana an abatement in the fees pre- | 
viously exacted under their reciprocal | 
statute for licenses issued to agents of | 
companies domiciled in New York, or | 
with United States headquarters there. 
Policy Forms. 

One might expect, with some degre? | 
of reason, that having met these re- 
quirements business could now proceed, 
but not yet; this is but the protoplas- 
mic stage, if a metaphor may be used. 
The next essential regulation in many | 
states is the standard policy law, pre- 
scribing the form of contract permis- 
sible. Standard policies are fundamen- | 
tally of two types—the New York stan- 
dard and the Massachusetts standard 
forms; the former has been adopted by 
New Jersey, Connecticut, Rhode Island, 
North Carolina, Virginia, Louisiana, 
North Dakota and Oregon, and virtually 
by Michigan, since the policy of that 
state varies but slightly from the New 
York form. Four states are practically 
using the Massachusetts form; Massa- 
chusetts, Maine, Minnesota and New 
Hampshire, in Maine the phraseology 
being identical, while in the Minnesota 
and New Hampshire forms the language 
has been somewhat modified. South 
Dakota, Wisconsin and Iowa have each 
separate forms varying in many respects 
from the other two. 

(To be concluded next week.) 


PEOPLES NATIONAL FIRE. 





(Continued from Page 11.) 
offer. City after city and State after 
State are falling in line. Under ener- 
getic management and with the coopera- 
tion of our Stockholders, we must, in 
time place the Peoples National at the 
head of American Companies. 

“We have sold, up to date, $1,400,000 
of our Stock, besides the thousands of 
shares held in options. It now seems 
absolutely certain that the issue will be 
largely over-subscribed. All outstand- 
ing options are now being called in, 
and the shares from unclaimed options 
are first offered to our old stockholders 
at the original price of $50.00, as per 
enclosed Special Subscription Privi- 
lege. If you wish to take advantage of 
this offer, kindly fill out enclosed Agree- 
ment for the number of shares you de- 
sire, drawing check in payment thereof 
to the order of the Peoples National 
fire Insurance Company, and _ return 
subscription and check to our Offices. 

“We shall, temporarily, discontinue 
soliciting new subscribers until we hear 
from you, and the rest of our associates. 
Therefore, an early reply with return of 
enclosed blank is essential, and will be 
highly appreciated.” 





Off for the Pacific Coast. 








E. G. Snow, president of the Home In- 
surance Company, one of the strong 
figures in fire underwriting, and a 
prince among men, is en route to the 
Pacific Coast, whither he goes to in- 


spect the business of his company. 





Chas. H. Keppel, for many years sup- 
erintendent for the Prudential, and late- 
ly located at Sandusky, O., has resigned, 
and will shortly leave that city. The 
local staff of agents at their regular 
Saturday meeting, expressed their deep 
regret over his leaving, and made him a 
handsome present as a token of their | 
esteem. Mr. Keppel is somewhat unde- 
cided as to his future movements but 
will not leave the insurance business, 
in which he has been engaged during | 
the past twenty years. Hosts of friends 


wish him abundant success and pros- 
perity in the future. 


| The Leading Fire Insurance Companv 


».| E. 8. Allen, 


of America. 





WM. B. CLARK, President. 

W. H. King, Vice-President. 

Henry E. Rees, Secretary. 
Assistant Secretaries. 


E, J. Sloan, 
Guy E. Beardsley, 
W. F. Whittelsey, Jr., ‘‘ Marine” 


A. N. Williams, 
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CASUALTY AND 


SURETY HAPPENINGS 





SURETY MEN ORGANIZE. 





Kentucky Association Will Maintain 
Adequate Rates and inaugurate 
Radical Reforms. 


The Kentucky Association of Surety 
Underwriters has been permanently or- 
ganized with the following officers, eiect- 
ed at a meeting in Louisville, Septem- 
ber 15th: President, J. Morton Morris, 
of the National Surety; vice-president, 
Thomas S. Dugan, United States Fi- 
delity & Guaranty; secretary, Charlton 
B. Rogers, Illinois Surety. Executive 
Committee: Samuel K. Bland, Title 
Guarantee and Surety; Tracy Underhill, 
American Bonding and Thomas S&S. 
Dugan. 

Fourteen general agents and manag- 
ers representing all but one of the com- 
panies doing a fidelity and surety busi- 
ness in Kentucky, have signed the ar- 
ticles of association and agreement 
which are very comprehensive and are 
iron-clad in their provisions regulating 
the ethics of competition between 
agents and other matters affecting the 
general conditions of the business. An 
especial feature is a provision which 
prohibits the payment of commissions 
on fidelity and surety business to any 
but duly licensed agents of the com- 
panies represented by the members of 
the association. 

Surety men in Louisville are congratu- 
lating themselves that they have at last 
“gotten together” and are confident that 
the efforts of their organization in the 
maintenance of adequate rates and in 
other radical reforms, will result in bet- 
ter security to the public and better 
returns to the agents and to the stock- 
holders of various companies. 





THE FACTS IN THE CASE. 





Secretary Forrest of North American 
Accident Refers to Record of His 
Company. 





We are in receipt of the following let- 
ter from A. E. Forrest, secretary of 
the North American Accident Company 
of Chicago which is self-explanatory: 

A couple of weeks ago an article dero- 
gatory to this company appeared in a 
California imsurance journal claiming 
that we were in a controversy with the 
Insurance Department over claims. In 
order to set ourselves right with your 
journal, I thought it best to explain the 
situation, 

The article was apparently inspired 
by our former agent in San Francisco 
whom we were obliged to dismiss on 
account of incompetency and dishonesty, 
and the inquiry of the Insurance De- 
partment was satisfactorily explained 
by the representative whom we sent 
from this office. 


The agent referred to, having an in- 
terest in the net profits of the agency, 
was holding up claims reported and this 
office was not aware that Commissioner 
Wolf had written any letter to the com- 
pany at San Francisco uatil the arrival 
of Mr. Dunscomb, our present repre- 
sentative, about the time the article 
referred to was printed. 


There is no controversy with the In- 
surance Department. Mr. Dunscomb 
found a considerable shortage in the ac- 
counts of the agent, and on going 
through the desks found complaints 
from policyholders regarding claims 
thrown in a back drawer and some of 
them months old. 

The letter written by Mr. Wolf to the 
San Francisco office, together with a 
copy of a complaint by a doctor for 
several policyholders who had been neg- 
lected, neither of which had been for- 
warded to this office, were taken from 
the California office files, and I presume 


handed over to the editor of an insur- 
ance journal who had been an enterpris- 
ing solicitor of advertising from this 
company, and as his importuaities have 
not borne fruit, I assume that he will 
print the letters. 

The fact that we have been in busi- 
ness for over twenty years and that 
our name appears only twice in the 
digests of insurance cases throughout 
the United States is very good evidence 
that we are paying our claims. 





SUBJECTS FOR DISCUSSION. 





Important Matters Slated for Review 
by Board of Casualty and Surety 
Underwriters. 





The cal] for the fifth annual meeting 
of the Board of Casualty and Surety 
Underwriters has been issued. The 
gathering will be held at the Hotel As- 
tor, this city on Tuesday, October 20th, 
concluding with a banquet in the even- 
ing. 

The leading features of the meeting 
will be “the reports and discussions on 
taxation, standard forms and annual 
statement blanks.” : 

The attendance of company officers 
and their earnest co-operation is in- 
vited to the end that the board will “be- 
come still more useful to its members.” 





TIGHTENING THE REIN. 





Surety and Plate Glass Companies Now 
to Insist Upon Prompt Payments 
to Brokers. 





Fully endorsing the plan of the lia- 
bility company managers to enforce the 
prompt payment of premiums by metro- 
politan brokers, executives of the surety 
and plate glass insurance writing insti- 
tutions, have joined the movement and 
are drafting an agreement to cover their 
particular interests. Two leading com- 
panies having refused signature to the 
liability agreement, although expres- 
sing entire approval with its purpose, 
a general meeting to consider the mat- 
ter was held at the offices of the United 
States Casualty Company on Friday 
last. The agreement was unanimously 
endorsed, and is betng faithfully lived 
up to. 





BRANCH OFFICE AT NEWARK. 
Casualty Company of American Ap- 
points Manager for Northern 
New Jersey. 





of Louis 0. 
Company of 
branch office 
at Newark, 


Under the management 
Faulhaber, the Casualty 
America, has opened a 
for Northern New Jersey 


aN. de 





Norwich and London Items. 





E. Gissing, Foreign Superintend- 
ent of The Norwich and London Acci- 
dent Insurance Association of Norwich, 
England, is making a tour of the United 
States, visiting the various branch offi- 
ces of the company. 

J. S. Royal, manager of The Liability 
Department of the United States 
Branch, was in the metropolis last Sat- 
urday, on his regular semi-monthly 
visit to the local agency, Payne & Ram- 
sey, Inc., Managers. 

W. D. Wilson, Manager Claim Depart- 
ment, U. S. Branch, will shortly make 
a trip through the State of New York, 
in the interests of his department. 





J. H. Delesderniers 
pointed successor to the late J. S. 
Oliver, as manager of the Brooklyn 
office of the Insurance Company of 
North America. 


has been ap- 





FORMER OFFICIAL DEAD. 





Col. C. P. Ellerbe, One-Time President 
of Union Casualty, Passes 
Away. 





Death claimed Col. C. P. Ellerbe, 
chief organizer and president of the 
defunct Union Casualty and Surety 
Company of St. Louis, and prior there- 
to the insurance commissioner of Mis 
souri, on the 20th inst. A lawyer by 
profession, Col. Ellerbe served most ac- 
ceptably as head of the Missouri Insur- 
ance Department for several years. At 
the conclusion of his term of office, he 
assumed the presidency of the Union 
Casualty, a then new organization in 
St. Louis continuing as its directing 
force until the liability ‘business of the 
corporation, its chief assets, was sold 
to the Maryland Casualty Company, 
when he disposed of his stock holdings, 
withdrew from its service and resumed 
the practice of law. As an attorney he 
specialized on insurance matters, and 
represented a number of companies in 
important litigation. Personally he was 
a charming -.gentleman, and had many 


~warm friends among the underwriters. 


CAPITAL NOW $500,000. 





Bond Guaranty Company of Texas Sells 
Additional Stock—Management 
Conservative. 





Within the past month $125,000 of 
new stock of the Bond Guaranty Com- 
pany, of Dallas, Texas, was issued, mak- 
ing the paid up capital of the institu- 
tion $500,000. In the four months that 
it has been in business the company 
has written about $30,000 of liability 
and surety premiums. The assets of 
the Bond Guaranty consist largely of 
real estate holdings, an investment that 
seems to be warmly commended by Ex- 
aminer W. H. Marsh, of the Texas In 
surance Department. 





A Correction. 





» 


In our issue of last week we stated 
that the United States Fidelity and) 
Guaranty Company had discontinued its 
former general agency at St. Louis, 
opening local offices instead. This, we 
are advised, is not correct, the 
Harry M. Coudrey Agency Company 


which formerly represented the institu- 
tion for the city of St. Louis, having 
resigned the connection, to accept the 
more attractive general agency of the 


American Bonding Company for WBast- 
ern Missouri and Southern Illinois. 
Mr. Coudrey, president of the agency 


company is a business man of unusual 
prominence in Missouri, and has the 
distinction of representing his district 
in Congress. 





The Virginia State agency of the Na- 
tional Surety Company, held for som: 
years past by Lecky and Ruffin, in- 
corporated, of Richmond, has been can- 
celled. Pending other arrangements 
the Richmond office is in charge of W 
H. Drapier, the National’s superinten- 
ent of agencies. 





Lost Eyesight—Wants $10,000. 





Charles A. Besch, a builder of Buffalo, 
N. Y., igs defending a $10,000 damage 
suit brought against him by Peter 
Smith, a former employee. The lat 
ter alleges that while working on a 
foundation he was so severely injured 
through an explosion as to cause the 
loss of both eyes. 


Reports to the contrary notwithstand- | 


ing the new surety rates are being 
closely adhered to by Chicago agents, 
the companies in agreeement remain- 
ing firm in their determination not to 
write below tariff figures. 
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MAKES SERIOUS ALLEGATIONS. 


(Continued from page 1.) 
one. Considerable attention was paid 
to this phase at the time of the previous 
examination, and as a result the liability 
for this item was considerably in- 
creased. 

By reference to the annual statement 
showing the condition of the company 
at the close of 1907, it will be seen that 
it provided for a liability of $479,940.32 
to take care of its outstanding fidelity 
and surety losses. I was instructed by 
you to ascertain whether this figure 
was sufficient for that purpose, and the 
records of the company were examined 
with this idea particularly in view. As 
a result I am compelled to report to 
you that this figure was totally inade- 
quate to provide for the proper payment 
of the losses of the company, and the 
method by which I arrived at this con- 
clusion is shown in the follwwing pages. 

I have prepared a table showing the 
following facts: 

(a) The number of the claim cor- 
responding with the entries in sched- 
ules J and K in the annual statement. 

(b) The company’s estimated liabil- 
ity for unpaid claims on December 31, 
1907, as shown in those schedules. 

(c) The amount which the company 
has actually paid on those claims dur- 
ing the first six months of 1908. 

(d) The amount of salvage which 
the company has collected on those 
claims during the first six months of 
1908. 

(e) The estimated liability which 
the company assumed on June 30, 1908, 
as the value of these claims, this column 
corresponding to (b) for the previous 
December 31st. 

(Here follows a list of claims, settle- 
ments, etc.) 

From an inspection of the above you 
will see that on the claims contained 
in Schedule J of the report the company 
estimated last December that $231,686.77 
represented the liability for future pay- 
ments. The records show that during 
the first six months of 1908 $102,954.27 
had been paid on account of these 
items, $15,540.01 had been collected in 
salvage, and the company estimated on 
June 30, 1908, that it would still have to 
pay $341,100.13. An inspection of the 
losses entering into Schedule K shows 
that the company carried last December 
a liability for them of $248,253.55, that 
it has paid during the first six months 
of 1908, on their account $235,629.69, 
that it has collected in salvage $50,- 
558.12, and that it is now carrying for 
them an estimated reserve of $205,- 
823.22. The condensed totals are shown 
in the following exhibit: 


Company’s 


requiring a liability by $140,000. This 
is the case of the First National Bank, 
Topeka, Kansas, which has obtained a 
judgment against the company. You 
will doubtless be impressed by the dis- 
crepancies between the company’s esti- 
mate on December 31, 1907, and the 
actual amounts paid upon these claims 
during 1908, and I have asked the com- 
pany to submit in writing an explana- 
tion for each of the principal differences. 
The explanations offered are filed with 
this report. I feel, however, that some 
of the more flagrant discrepancies re- 
quire special reference, and I shall 
therefore briefly refer to the following 
cases: 

CLAIM B-941.—This does not appear 
in Schedule J, although a judgment was 
outstanding on December 31, 1907, and 
under date of October 28, 1907, the 
agents of the company notified it of such 
judgment. On February 17, 1908, the 
company paid $2,666.85 and no salvage 
had been recovered at the time that my 
examination was concluded. The com- 
pany’s explanation of its failure to in- 
clude this claim in its schedule is as 
follows: 

“No reservation was set aside in this 
ease for the reason that we are fully 
indemnified, having deed of trust and 
other form of security worth perhaps 


‘ten times the amount of our claim.” 


CLAIM 17480.—This was filed with 
the company July 31, 1907, but no item- 
ized list of the loss filed until March, 
1908; $548.50 has been paid on account 
of it so far, and the explanation offered 
bv the company for its failure to include 
this in Schedule K is that not having re- 
ceived any advices since August, 1907. it 
felt that it had held its books open for 
a reasonable time, and they marked the 
case closed before the end of the vear. 
Tt is needless to comment upon the suf- 
ficiency of this reason. 

CLAIM 17103.—This does not appear 
on Schedules J or K, although the eom- 
nany paid $2,230.82 on January 3, 1908. 
The explanation offered by the Claim 
Department is that this claim was or- 
dered paid during 1907 and so treated on 
its records. As an actual fact the claim 
was not naid until 1908. and this situ- 
ation will be referred to later in this re- 


port. 

CLAIM 16884.—Schedule K shows a 
reserve of $200. The company has since 
naid $3,500, and the explanation offered 
by the company is that a clerical error 
was made and that the reserve ought to 
have been $2.769.00. 

CLAIM 13264—Schedule J reports 
the amount claimed as $2,000, no reserve 
heing maintained, and in the last eol- 
umn the words “fully indemnified‘ 


Company's 





Estimate, Amount Salvage Estimate, 
December 31, Paid Collected, June 30, 
1907. 1908. 1908. 1908 
ee ET Cee ee ro $231,686.77 $102,954.27 $15,540.01 $341,100.13 
Ra PE ee ee he ee eee 248,253.55 235,629.69 50,558.12 205,823.22 
oo ee $479.940.32 $338,583.96 $66,098.13 $546,923.35 


MOU OHNE Gh THOS ics sec iacwv esse de 


BAe MD conv erenisnvedscencoesenedes 


Amounts paid in 1908 on losses not included in Schedule K ......... 


OE Pt Leer eT Cr errr 338.583.96 


$885,507.31 
66,098.13 
$819.409.18 
11.971.76 


Amount which company should have carried for loss, reserve, Decem- 


ME EE (ds bine. cplebaddssieweneeawaee 


Eee re ee 


In the above tabulation the burglary 
department claims have been disregard- 
ed, as the amount carried by the com- 
pany was sufficient. 

Reserve Underestimated. 

From the above you will be able to 
see that the loss reserve was underesti- 
mated to the extent of $351,440.62. One 
item alone, Claim B-803. on which the 
company carried no liability on Decem- 
ber 31, 1997, is now scheduled as one 


OS ie eae OY SF" $831,380.94 
Amount carried by company as loss reserve, December 31, 1907 .... 


479,940.32 


Cetera peheaes Geeks we saw hewn $351,440.62 


Since January 1, 1908, the State of Ten- 
nessee has collected on this claim $4,- 
111.72, and expenses of $1,033.15 have 
been paid; the only salvage collected 
amounts to $284.29, and the adjuster re- 
ports that the prospect of future salvage 
is very remote. On November 30, 1907, 
the company’s counsel advised it that 
judgment had been rendered for $4,088.84 
and costs. The company’s explanation 
of its statement that the amount of the 


claim was $2,000 is that this estimate 
was based on a leter dated February 22, 
1906, and that the change in the amount 
was overlooked by the assistant who 
changed the schedule. The remark, 
“fully indemnified,” the company states, 
was made upon information at that 
time, “That our special agent, Mr. Har- 
well, would obtain notes of Mr. Black 
secured by policy of insurance, and that 
he would make periodical payments on 
acount of this indebtedness.” If entries 
in schedules are to be made upon such 
flimsy evidence the value of the infor- 
mation imparted is certainly slight. 

CLAIM 18579.—No liability is carried 
in Schedule K, and in the remarks col- 
umn appears the word “Indemnitor.” 
On January 16, 1908, the company paid 
$4,335.54. The Claim Department based 
its judgment upon the fact that its in- 
demnator is reputed to be a man of 
wealth. Under date of July 18, 1908, its 
counsel in New York, after reciting the 
steps which made it advisable to permit 
a judgment to be entered against the 
company, states that the principal is 
practically out of business and an exe- 
cution against them would be practically 
worthless. One of the defendants is 
practically worthless, as a number of 
judgments have been entered against him 
within the past year. The only respon- 
sible defendant is the company’s indem- 
nitor, “who, according to repute, is 
worth considerable property, but has 
very little ready money. There is no 
question but what the judgment will 
be paid and we will recover the full 
amount of the judgment with interest.” 
Whether upon these facts and the pos- 
sibility of collecting a judgment some 
time in the future from an indemnitor of 
this description the company is justified 
in carrying no reserve, is a matter which 
is submitted without comment. 

CLAIM 17570.—Schedule K shows the 
amount claimed to be $4,126, and no 
liability is carried. On February 3, 
1908, the company paid $9,824.50, and in 
March counsel fees of $750. Under date 
of October 12, 1907, the company’s 
agent wrote that the city’s claim of 
$8,935 is “absolutely correct.” The ex- 
planation offered by the company, in 
view of these facts, throws no light 
upon the failure to maintain a reserve 
and the under-statement of the amount 
claimed. 

CLAIM B-124.—In Schedule J it will 
be observed that the company main- 
tained a reserve of $5,000 on its claim. 
The facts are, that in September, 1906, 
a judgment was rendered against the 
company for $10,000. The Appellate 
Court affirmed this judgment December 
9, 1907. Notwithstanding thé@ fact that 
a judgment against the company for 
$10,000 had been confirmed, a liability of 
$5,000 only was maintained, the com- 
pany relying upon the information of its 
Chicago attorney who stated that he 
felt “as strong as ever on the merits of 
the case.” Notwithstanding his opin- 
ion the Supreme Court affirmed the de- 
cree on April 24, 1908, and the company 
paid $12,330 on May 6, and its counsel 
fees will. I presume, be settled later. 

CLAIM B-1146.—No liability is carried 
for this claim in Schedule J, and a 
memorandum appears in the remarks 
column, “settled; no loss, 1907.” It 
would anvear from the papers that this 
case on December 31, 1907, was in court 
and set for trial January 20, 1908 Tt 
was afterwards compromised for $300, 
although the company states that it was 
in no sense liable for this payment. 

CLAIM 5292—This is similar to the 
preceding item. and although it is 
marked “settled: no loss, 1907,” $200 
was naid in 1908. 

CLAIM 11569.-—-Schedule J chows that 
no reserve is carried against this loss, 
although the comnanv naid $1.900 in 
Mav. 1908, as a comnromise setlement. 
Under date of November &, 1995. the 
companv’s agent advised it that the com- 
panv’s counsel considered the case dan- 
gerous and advised a comnromise. Un- 
der date of February 7, 1906, the head of 
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the Claim Department authorize a set- 
tlement for $2,000. In view of these 
facts, and the subsequent settlement, it 
is difficult to follow the reasoning which 
led to the maintenance of no reserve. 

CLAIM 17958.—No liability is carried 
in Schedule K for this claim. On June 
3, 1908, the company paid $3,040.48, and 
on November 4, 1907, received a letter 
from its principal, who was then in jail, 
confessing that his embezzlements 
amounted to $2,951.03. 

CLAIM 16484.—The company main- 
tained a liability of $5,000 on this claim, 
and paid during 1908 on account of it 
$21,206.81. In response to my question 
the head of the Claim Department states 
that “the reason for making the estimate 
of $5,000 was that we were informed by 
our New Orleans attorneys, and our 
Houston special agent, that there was 
probably such relation between Duden- 
hefer and the high officers of the State 
of Louisiana, as would be developed at 
the trial of the case, and result in an 
adjustment being made by the officials 
referred to, and we felt that the amount 
named was excessively large. It, how- 
ever, developed at the trial that Mr. Du- 
denhefer took advantage of his right to 
decline to answer questions propounded 
to him and which would tend to incrim- 
inate him, and the disclosures which we 
hoped would be made were not de- 
veloped.” 

From the above it will be seen that 
the company thas always resolved every 
doubt in its favor, with the result that 
the reserve for losses has been under- 
estimated, as the analysis clearly shows. 
The claim of the company that the prob- 
ble realization upon its salvage on hand 
should properly be a factor in fixing the 
loss liability on its claims to be paid in 
the future is not well founded, and, in 
my opinion, should not be used by a 
financial institution of the character of 
a surety company. 

Unscheduled Claims. 

In the tabulation of the deficiency in 
loss estimate, it will be noticed that 
there is an item of $11,971.76 for 
“amounts paid in 1908 on losses not in- 
cluded in Schedule K.” 

In the analysis of certain claims men- 
tion has been made of the fact that they 
do not appear upon either of the sched- 
ules. This omission results from two 
causes: First, the failure through care- 
lessness of the company to schedule the 
claims; and, secondly, the peculiar sit- 
uation arising from the fact that the 
Claim Department considered the loss 
as paid during 1907, while the actual 
check for the payment was not drawn 
until 1908. Investigation of this phase 
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of the situation developed the fact that 
while the carbon copy of the authoriza- 
tion for payment was dated December 
30, 1907, and filed with the loss papers, 
the date of the original had been altered 
to January 2, 1908; had the vouchers in 
the Accounting Department been exam- 
ined separately from those in the Loss 
Department it would have appeared that 
the claims were paid on the date that 
they ‘were authorized. Upon being ques- 
tioned in reference to this the auditor 
refused to give any information, claim- 
ing that the president would explain this 
matter in full. Upon the latter’s return 
to the office he was asked in reference 
thereto, and disclaimed all knowledge 
of the transaction, stating that the au- 
ditor would have to assume all respon- 
sibility. The counsel of the company in 
explaining this matter to you asserted 
that it was probably an unauthorized at- 
tempt of the auditor to obtain a few 
thousand dollars more surplus. The im- 
propriety of this transaction is obvious. 
Unpaid Bills. 

Although the attention of the com- 
pany was specifically directed to this 
question last September, it carried no 
liability for this item in its annual state- 
ment. The tabulation made shows that 
the unpaid bills on December 31, 1907, 
paid in 1908, amounted to $30,180.93. 

Unlicensed Agents. 

You devoted considerable attention to 
this matter, and an inspection of the 
records Of the company shows that 
thirty-four agents have been solicting 
insurance for this company from one 
to seven years without certificates of 
authorization from your Department. As 
a result $224 for 112 licenses were col- 
lected. 

Burglary Reserve. 

It will ‘be recalled that the examina- 
tion made last September disclosed the 
fact that the company had improperly 
cancelled its burglary losses, with the 
result that over $100,000 or premiums 
had been marked off the books as can- 
celled while the policies were still in 
force. The auditor has stated to me 
that this was corrected in the 1907 state- 
ment by an actual tabulation of the out- 
standing premiums, and this result was 
used as the final figure, the adjustment 
being made by changing the figures 
showing the cancellation during 1907 
until the correct result was reached. 

Sale of Salvage. 

Salvage having a face value of $321. 
198.46 was sold to tne secretary of the 
company as of June 30, 1908. The 
president has stated that the amount 
realized is the absolute property of the 
company, and there is no “string” of 
any kind attached to it. 

Conclusions. 

The company has maintained no re- 
serve for its department of “Guaranteed 
Attorneys,” or for the losses paid during 
1908, upon bonds which expired during 
1907, and under which discovery of 
wrong doing could be made within six 
months. No attempt has ‘been made by 
me to tabulate these liabilities. 

It must be apparent to you, from the 
above, that’the liabilities of the company 
were greatly underestimated on Decem- 
ber 31, 1907, and that if the liabilities 
had been stated on the basis outlined 
above, not only would there have been 
no surplus, but the capital would have 
been impaired. Since that time con- 
siderable salvage has been realized 
upon, but it was stated to us that the 
Maryland Insurance Department, which 
made an examination of the company as 
of June 30, 1908, would charge a reserve 
ofr$750,000 for unpaid losses. It will 
be seen that this estimate approaches 
the figure which has been arrived at in 
detail in the foregoing tabulation. It 
would appear therefore that a statement 
prepared as the foregoing was, but show- 
ing the condition of the company as of 
June 30, 1908, would display but little 
evidence of improvement. 





STATEMENT, BY PRESIDENT BLAND 

Asked concerning the ahove John R. 
Bland, president of the United States 
Fidelity and Guaranty Company said to 


a representative of the Bastern Under- | 
writer: 

“Commissioner Rittenhouse’s letter 
contains some erroneous conclusions | 
based upon a grossly unfair, misleading 
and inaccurate report made to him by | 
Actuary S. H. Wolfe, on August 7, last, 
but of which no copy was delivered to} 
us until yesterday (September 21). The 
commissioner has appointed September 
30 to hear our defense, after, and not | 
before, which time he will doubtless | 
reach a decision. 

“From a desire to treat the commis- | 
sioner with the courtesy due to his pos’- | 
tion, we cannot consent to try our case 
in the public press prior to the date he | 
has set for the hearing. We will state, 
however, that Mr. Wolfe has either over- 
looked or ignored cash assets of at least 
$200,000 which have been allowed by all 
other commissioners by whom we have 
been examined, and that he has over- 
stated our reserve requirements. 

“We will submit to the Colorado com- 
missioner a complete and satisfactory 
answer to every statement contained in 
the Wolfe report.” 

Mr. Bland handed the writer a copy | 
of the report of Commissioner Crouse, | 
of Maryland, who examined the United | 
States Fidelity and Guaranty, at the| 
same time that it was overhauled by 
Mr. Wolfe, remarking that “while the 
Maryland commissioners’ examination 
extended during a period of about six | 
weeks, that of Mr. Wolfe was complet- 
ed in a few days.” 

According to the Maryland Standard. 

According to the report of Commis- 
sioner Crouse the United States Fidel- 
ity and Guaranty on July 30 last, had | 
admitted assets of $4,156,202; with lia-| 
bilities, except capital of, $2,330,483, | 
leaving a net surplus of $125,718, over 
the capital of $1,700,000 and all other 
liabilities. 

Helped Out by an Officer. 

Under the general heading of salvage 
the Maryland commissioner says: 

“The company on June 30, 1908, sold 
to one of the officers of the company 
$321,198 of salvage assets; this officer 
borrowed $200,000 from four banks, and 
ten directors (in their individual capa- 
city) by a separate instrument agreed 
to protect the banks aganst loss. The 
company is not responsible in any way 
for this transaction.” 











Wolfe Stands by His “Survey.” 

The answer of President Bland being 
shown to Actuary Wolfe, the latter 
made the following statement: 

“I join-with Mr. Bland in believing 
that the proper place to make all state- 
ments in relation to this report is be- 
fore the Colorado Commissioner. Since | 


Mr. Bland, however, characterizes my | 


report as ‘hasty,’ ‘unfair,’ ‘misleading,’ 


and has applied a few other choice ep’- | 


thets to my work, I may with no impro- 
priety state that my investigation was 
not an examination of the company, but 
a special survey to determine whether 
the liabilities maintained by the com- 
pany December 31st, 1907, were suffi- 
cient and whether the suggestions con- 
tained in the report of the examination 
made last September had been carried 
out. In view of this statement Mr 
Bland’s assertion that I have overlooked 
or ignored cash assets of at least $200,- 
000 is manifestly ridiculous. 

“You will likewise note that I have 
studiously refrained from expressing 
any opinions in my survey, contenting 
myself with a statement of the facts 
pertaining to each item. It seems to 
me that the report of the Maryland In- 
surance Commissioner bears out in a 
remarkable degree the inferences which 
Mr. Rittenhouse has drawn from my 
survey. It will be noted that the com- 
pany obtained $200,000 in cash for cer- 
tain of its non-admitted assets in a man- 
ner described in full by the Maryland 
Commissioner. Notwithstanding this 
unusual method of increasing the re 
sources by $200,000 he finds only a sur- 


Plus over all liabilities of $125,718.41.” | 











Managers and Agents Wanted 
For Texas, Indiana, Pennsylvania, Illinois, Michigan, 
Nebraska, Washington, Oregon, Idaho and Utah. 
Renewal Commissions, attractive agency contracts 
and policies. 


WESTERN LIFE INDEMNITY COMPANY 
MASONIC TEMPLE, CHI -AGO 
GEO. M. MOULTON, President W. B. MUSSELMAN, Sup’t of Agencies 


LONDON GUARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND] 











Head Office F. J. Walters 
CHICAGO Kesident Manager 
‘caiaiciiaaes 45-49 Cedar St. 
A. W. MASTERS New York 
So Elmer A. Lord & Co. 
145 Milk St., Boston 





Liability, Accident, 
Health and Credit 


Resident Mgrs. ,-_—-——_— 
———_——_—-New England 


Established 1869. 








T. J. FALVEY, President JOHN T. BURNETT, Setretary 
INCORPORATED UNDER MASS ACHUSETTS LAWS 


Massachusetts Bonding Insurance Company 
Home Office, BOSTON, MASS. 
New York Office, 27 Pine St. 


BALLARD McCALL, Resident Vice-President 


SURETY BONDS 


AND 


BURGLARY INSURANCE 























METROPOLITAN CASUALTY 


| 

| 

INSURANCE CO. OF NEW YORK, 
| Home Office, 
| 


47 CEDAR STREET. 
Chartered 1874 
P PERSONAL, ‘CCI vst POLICIES 


Of the Most Approved Forms 
EUGENE iH. WI'NSLOW, President 
Daniel D. Whitney, Vice-Pres. 8. Wm. Burton, Sec. Alonze G. Brooks, Asst Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED. 


| AND HEAL 

















‘THE BEST RESULTS 
are obtained by agents who represent the 
CONTINENTAL CASUALTY COMPANY 
CHICAGO, ILLINOIS 


because they have the Greatest Variety of the Most Attractive policies of 
accident and health insurance. 
If you would share in the prosperity of Continental representatives, address 


H. G. B. ALEXANDER, President and General Manager 
1208 Michigan Avenue Chicago, Illinois 


THE FRANKFORT 


MARINE, ACCIDENT AND PLATE GLASS 


: INSURANCE Co. 


OF FRANKFORT-ON-THE-MAIN, CERMANY 
ESTABLISHED 1865 


United States Department, 100 William Street, New York, N. Y. 
TRUSTEES: 
RicHaRD DSLAFIELD, Pres. of National Park Bank 
——_ THautMann, of Ladenburg, poaipenn & Co. 
TUYVESANT FisH. 214 Broadway, New Yo 
i = FRANELIN- 0 8. Mgr. and Attorney JNO. M. SMITH, Sec. U. 8. Branch 
“ , Landlords Contingent, Vessel Owners, General, Druggists, Physicians, 
© ‘sbmployer: Public Liabilities, Workmen’s Co!lective, Teams, Sarstary, inatvieust 
Aecident and Healt, and Industrial Accident and Health.’ 
NTS WANTED FOR 
UNOCOUPIFD TERRITORY $600.000.00 





Deposited with Insurance Departments in 
the U. 8. for Protection of Policyholders 

















THE EASTERN UNDERWRITER. 


September 24, 1908. 

















UNITED SURETY COMPANY 


BALTIMORE. MD. 


yy Eastern I aaieitl 
Genera t 
mY ~~ 5 - evirwereires ——» 


WAKEFIELD, MORLEY & & CO. 
General Agents for Connecticut, Rhode Island 


an estern Massac bpset 
252 Asylum Street - ord, Conn. 





A Good Man Wants a Position With | 
a Good Company 


A company that can meet the requirements of the various Insurance 
Departments, prospective insurants and policyholders alike, and at 
the same time so arrange a schedule of commissions that a position 
in the field will be profitable. One whose general agents are ail 
making money. 

FOR GENERAL AGENCY CONTRACTS, ADDRESS | 


ROY M. MARSH, Superintendent of Agencies 


Security Life Insurance Co. of America 
THE ROOKERY. CHICAGO, ILLINOIS 











Southern Life 


Insurance Company 


iniceiaaiie. N. C. 


is preparing to offer unusual opportunities 
in the States of Georgia and South Carolina 
to the right parties. 


AGENTS DESIRED 


For North and South Carolina and Georgia 
Address C, J. COOPER 


General Manager 








KEEP POSTED By Reading 


THE EASTERN UNDERWRITER 
Each Week 
Subseription $3 Per Annum 














SPECIAL 
CONTRACT 
SALESMEN 


Get my new policy. Leads them all. 
I know just what you need, and have 
got it. This is quick action for you. 
Write me to-day: 

CURTIS J. HEBERT, 


Southern Manager 


The Reserve Loan 
Life Insurance Company 


James Building, 
CHATTANOOGA, TENN. 























Dividends of 6% paid June 20th, 1908, to stockholders of 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATEO 1899. 
Executive Offices, 420 Walnut Street 
Philadelphia, Pa. 


$2,000,000.00 Paid For Insurance Written 
: Since March 6th, 1908: 
All policies are registered and signed by the Insurance 


Commissioner. Agents wanting to sell an ideal stock proposi- 
tion can obtain good contract. 


Address Executive Officers : 
JOHN LANGHAM, Jr., President JOSEPH L. DURKIN, Secretary 
GUY DE LA RIGAUDIERE, Manager of Agencies 


























The Bankers Life Association 
| OF DES MOINES 


A Mutual Association of Preferred Risks. Exce,- 
tional record for 28 years for Low Rate of Mortality, 
Prompt Payment of Claims, Economy of Manage- 
ment, Security of its Funds and Satisfactory Results 
for its Policy Holders 


Assets January 1, 1908, $11,736,775.76 
EDWARD A. TEMPLE, President 
CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
GEO. HAYWOOD, General Agent, Yonkers, N. Y. 











ALERT 





SECURITY MUTUAL LIFE 
BINGHAMTON, N. Y. 








Common Sense Protection 


includes insurance against 


1. DISEASE 
2. ACCIDENT 
3. DEATH 


THE COLUMBIAN 
NATIONAL LIFE INSURANCE CO. 
of Boston, Massachusetts 


Boge in all three, as no other com ny 
oes incorporated under the stringent la 

assachusetts. Attractive Non-pai cipatin the 
Lite Policies—Liberal and Definite Accident an 
Health Policies— 


Surplus to Polleyholders over $1,500,000 


Men with clear records wanted as District 
Managers. Save time by sending r pose 
and references with fre t_letter to Ho 
Office, 176-180 FEDERAL ST., BOSTON, MA 
























1907 GAINS 


Help Get Business in 1908 


The Hartford Life 


Offers Some Great Policies 


Its Application Blank Talks 
Over 832,300,000 


Paid Beneficiaries 
Ask Michigan Managers 
BURTENSHAW & SIBLEY 
402-6 Penobscot Blidg., 
Detroit, Mich. 








Kee KersTOD 


oF ouR 








SECURITY 


THE 

\ LEGAL 
\ RESERVE 
\ 

\ Every Policy 


Of the 








Required by its Charter to maintain the legal reserve 
on every policy it issues. 


The Masonic Mutual Life Ass’n. 


Chartered by Congress 1869. 


, ‘Combines legal reserve safety with fraternal economy’’ 
An exceptional opportunity for producing agents. 


WM. MONTGOMERY, Sec’y. 
Corner 12th and G Streets, N. 





District of Columbia, Peters Building 


W. Washington, D. C. 








EMPIRE LIFE INSURANEC COMPANY 


HOME OFFICE 


A Strong Southern Legal 
Operated Along Conservative Lines and Offering 
Exceptional Advantages for High Class Producers. 


ATLANTA, CA. 


Reserve Company, 














